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Insurance agents encounter rocky start selling Obamacare plans 


By Matt Pilon 
mpilon@HartfordBusiness.com 
onnecticut’s decision to use brokers as a Key piece of its 
strategy to sell health plans through the state’s insur- 
ance exchange has boosted enrollments and earned 
local insurance agents millions of dollars in commissions. 
That’s the good news, but it doesn’t tell the whole story, 
according to brokers interviewed by the Hartford Business 


__ 
=. VERNA 


| e 
a 


REP. PERONF 


wad 
eee 


House Speaker Brendan Sharkey (D-Hamden) is working with Sen. President Martin 
Looney (D-New Haven) to push regionalism initiatives through the legislature this year. 





Journal in recent weeks, as they were scrambling to com- : 
plete signups for the second enrollment period. 
Some brokers say friction and frustration permeates | 
their relationship with Access Health CT — the state’s : 
insurance exchange. 
Broker's gripes include IT and website glitches, lacka- | 
daisical customer service from the exchange’s call center : 
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_ Newington health 

' insurance broker Joe 

_ Massa gives Access Health 
CT credit for improving its 
- website over the past year, 
but he said enrolling 
clients in exchange plans 
is still time consuming and 
not a high-margin 
business. 


Continued on page 16 


By Brad Kane 


bkane@HartfordBusiness.com 


emocratic lawmakers 
I) have fired preliminary 
shots in the state’s long- 
discussed efforts to reform the 
property tax system with region- 
alization proposals that could pit 
cities vs. suburbs. 
A bill introduced by Demo- 
crats’ two Senate leaders would 
aid urban centers that have high 
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Property tax reform 
fight heats up 


mill rates and huge swaths of 
tax-exempt property, but could 
add to the burden of surrounding 
towns, whose lower tax rates are 
key to attracting businesses and 
residents. 

Senate Bill 1 (SB1) still is in 
its early stages, but it broadly 
outlines several major reforms 
including creating a regional tax 
system for new development and 


Continued on page 16 
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EXECUTIVE PROFILE 


Innovative Leader 


John Dempsey Hospital CEO Anne Diamond is a 
nuclear technologist by trade but her focus on 
innovation has helped her earn the respect of 
colleagues and a permanent chief executive title. 
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Longevity in Health 


A Bloomfield health food store has been able to 
keep its doors open for nearly four decades, despite 
increased competition from much larger 
competitors over the years. Find out how Lim’s 
Health Food has withstood the test of time. PG. 3 
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KNOW YOUR OPTIONS. 


If you're an AT&T customer, your telecom provider is changing So we at Cox Business 
WIV OlU] (OMI <oMcont-],<oMualicme)o) ole) aaul alin mconlaligele llc MelU|acx-1\V/-oe-] ale a\Vit-MOlUMCOn tau imUIS 

as your new provider. We've served the Connecticut area for more than 15 years and 
Ta\iessitcre Mm aalliiColalcmlamuar=meolanlanle)alinvar-|(elaremuaroM(-\ VAM A oMUcMat-lealcvem-Malcico)a Melmiau im iiig 
our customers by providing them with the services and support they need. And we 
make it easy to get the same for your business: 


1 Call (866) 791-2044 or visit coxbusiness.com/switchnow 


2 Get a custom solution for your business 


Our local team is available 24/7, so you can trust us 
to give your business the service it deserves. 


SPEAK TO A COX REPRESENTATIVE 
CALL TODAY (866) 791-2044 COX 


*AT&T Press Release, Dec 2013. http://www.att.com/gen/press-room?pid=25160 &cdvn=news&newsarticleid=37344&mapcode=corporate. © 2014 Cox Communications, Inc. All rights reserved. 
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FACES OF BUSINESS 


Bloomfield shop finds longevity in health food 


a : 


By Stan Simpson 
he best example of Lim’s Health Food 
T store’s longevity is not that the business is 
closing in on its fourth decade of operation. 

Owner Robert Clark said the most compel- 
ling testimony the Bloomfield enterprise can 
provide is the longevity and vibrancy of its 
founder — his mother, Lucia Lim Rees. Now 82, 
the Korean immigrant opened the Cottage Grove 
Road store in 1978, while working multiple jobs 
seven days a week as anursing home dietician. 

Lim Rees still works twice a week at the shop 
that bear's her family name. She is a competitive 
dancer, regularly attends the opera and sympho- 
nies — and is not on medication of any kind. 

“She's the best advertisement for the store,” 
said Clark, 46. He bought the business from his 
mother in 1998, having managed the store the 
previous five years. “Just the way she lives. Bal- 
anced diet. Modera- 
tion. She tries to eat 
healthy, naturally. She 
has always kept really 
busy and very active 
in her social and per- 
sonal life.” 

Lim Rees juggled 
raising three chil- 
dren while working 
at least three jobs. 
She was strict as far 
as what her children 
could eat, introduced the family to the benefits 
of herbs, roots and supplements — and always 
espoused keeping a positive mental attitude. 
“She always saw the good side of things and 
never let negative things derail her,” Clark said. 

Her can-do personality was critical, he said, 
to sustaining the business. It struggled to turna 
profit in the first 10 years. Clark’s grandmother, 
Mung Sook Lee, was the face of the store during 
the early days. Communication was difficult 
because she spoke very little English. Business 
started to stabilize once Clark, born in Hart- 
ford, was able to spend more time at the shop 
and help his mother in the mid-1990s. 

Today, the customer base for the 
400-square-foot store is steady, eclectic and 
reliable. Lim’s Health Food, with its four 
employees, is believed to be the oldest busi- 
ness in the Copaco Shopping Center, the icon- 
ic plaza that is one of Bloomfield’s signature 
business attractions. 

“We have such a loyal clientele here,” 
Clark said. “People have been coming here 
for years; and now their kids are coming here. 
A bunch of the people who come in, I know 
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Lim’s Health Food’s owner Robert Clark says offering more specialized products and personal attention to customers has helped his Bloomfield shop fend off much larger competitors 


over the years. 


> Alot of our success 
comes from word of 
mouth ... That’s sort 
of perpetuated us 
staying in business. 


by first name. We've carved out a nice niche. 
With Whole Foods and others opening up, 
we've been able to maintain by specializing 
in things [customers] may not find in Whole 
Foods. You also get personal attention here. 
I think that’s why we've survived.” 

Clark points to the shop’s special section, 
featuring a plethora of herbs, as something 
that distinguishes it from the competition. 


On display are 250 packaged baggies of loose 
herbs and medicinal teas, selling for about $3 
abag. Supplements can range from $13 on up. 

The customers who use the herbs, spices, 
oils and supplements as part of their lifestyle 
are adamant about its benefits, Clark said. 
Immigrants, those from Asia, the West Indies 
and Europe, are regular customers. They have 
grown up knowing the benefits of non-tradi- 
tional alternatives to medicine and good health. 
Vegetarians and others avid about health also 
stop in. But the biggest segment of his customer 
base may come as asurprise. “The No. 1 occu- 
pation of people who come here are people who 
work in the medical industry — nurses, by far,” 
Clark said. “They see how people can respond 
to medications and go downhill very quickly. 
And they don’t want to do that.” 

While aware of those leery about the medic- 
inal benefits of exotic herbs, roots, spices and 
supplements, Clark said he does very little 
advertising. 

“A lot of our success comes from word of 
mouth,” he said. “People come here. They’ve 
had success with something; they then tell 


someone who had the same problem to go to 
Lims, they'll help you out there. That’s sort of 
perpetuated us staying in business.” 

The feedback from certain supplements 
has been undeniable, he says. Red Yeast Rice 
is highly regarded as a natural alternative to 
reducing cholesterol. Some doctors, Clark 
said, are switching their clients off choles- 
terol drugs in favor of Red Yeast Rice. 

Ginger root is known for its ability to cure 
nausea and stomach ailment. Garlic has had 
success in reducing blood pressure; turmeric 
in reducing inflammation. Ginko leaf is pitched 
as an alternative to increase more blood oxy- 
gen to the brain and improve memory. Probiot- 
ics have received good customer reviews for 
combating digestive issues. Another item that 
generates interest is a product with the pro- 
vocative name “Horny Goat Weed.” The ancient 
Asian supplement has the reputation of — you 
guessed it — enhancing virility. 

What makes Clark’s day are the testimo- 
nies he hears from customers who have been 
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New England Mechanical 


DESIGN/BUILD SOLUTIONS. ..ONE SOURCE 


Only one company can build, power, protect, and maintain the critical 
systems in virtually every type of facility. We are trusted to manage 
projects from concept to completion. 
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healed from ailments that include high cho- 
lesterol, inflammation, digestion problems 
and high blood pressure. 

He recalls a visit from a gentleman several 
years ago. Doctors, Clark said, had given the 
man’s wife, who had a brain tumor, less than 
a year to live. One of the supplements she 
started taking was Essiac, a Native American 
herb known for its ability to detoxify the body 
and strengthen the immune system. 

Years later, after that first visit, the gentle- 
man returned simply to shake Clark’s hand. 
“In taking the stuff here, she had eight good 
years, and they were quality years,’ Clark 
said. “He thanked me for the help we gave 





Stan Simpson is host of “The Stan Simpson 
Show”, which airs Saturday, 5:30 a.m., on 
Fox CT and online at FoxCt.com/stan. You 
can send suggestions for the “Faces in Busi- 
ness” column to stanstmpson@comcast.net. 


Affordable technology. Tax Credits. Rebates. 
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Robert Clark gleefully poses with store managers Anny McEwen (middle) and Taylor Lewis (right). 





THE COST OF 
ELECTRICITY 
CONTINUES TO 


RISE 


FORTUNATELY 
SO DOES THE 


YUN 


i's & Great Day for Solar 





The time to switch to solar is now, 


and the company more businesses trust 


is Green Earth Energy, Connecticut’s 


leading commercial solar specialists. 


From design and permitting, through 


installation and maintenance, 


Green Earth Energy offers the planning 


and protection you can count on. 


With a positive cash flow in year one, 


you can turn operating expenses 
into profits, through the roof. 


Call us today! 
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GREEN EARTH ENERGY 


GreenEarthEnergyPV.com 
1.866.918.1096 
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Mi | i Anne Diamond 


Chief Executive Officer, 
John Dempsey Hospital, 
UConn Health 


Highest Education: Law degree, 
Concord School of Law 


Executive Insights: 


Diamond's five key leadership 
principals: commitment to 
success; transparency and 
knowledge; investment in 
other leaders; communication; 
and building a culture around 
service. 
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John Dempsey Hospital CEO Anne Diamond is a nuclear medicine technologist by trade. In the photo above, she 
is standing next to a nuclear gamma camera, which is a patient imaging tool. 


John Dempsey's Diamond 
has track record for innovation 


By Sheena Butler-Young 


sbutler@HartfordBusiness.com 


hen Anne Diamond joined UCo- 
W nn’s John Dempsey Hospital as 

associate vice president of ancil- 
lary services and operations in April 2010, 
she made waves by creating and support- 
ing a climate of innovation. 

She oversaw the formation of anew col- 
laboration between doctors, nurses and 
staff that decreased the average patient 
hospital stay from five days to four days. 
She also helped establish a “Dream Team” 
of 40 to 50 stakeholders — including nurs- 
ing homes, hospice facilities, pharmacies 
and others—with whom heart failure 
patients interact with after leaving the hos- 
pital to facilitate greater coordination of 
care, reducing the likelihood of costly and 
avoidable readmissions. 

Then in Dec. 2014, under Diamond’s lead- 
ership, John Dempsey was one of just three 
Connecticut hospitals recognized by the 
American Hospital Association for its efforts 
in successfully reducing patient harm. 

Her leadership didn’t go unnoticed. She 
was tapped as John Dempsey’s interim 
CEO in Aug. 2013 and was named perma- 
nent CEO in December. 

“She has been a breath of fresh air,” 
said Dr. David Steffens, professor and 
chairman of the Department of Psychiatry 
at UConn Health, who praised Diamond’s 
support for his department. 

The only child of two hardworking par- 
ents, Diamond said an unrelenting work 
ethic and strategic approach to problem 
solving have been consistent throughout 
her career and personal life. 

Her father, who “lived on popcorn and 
cans of green beans” to make it through col- 
lege, was achemical engineer at Bethlehem 
Steel in Allentown, Pa., where Diamond 
was born and raised. Her mother was a 
“practical, common sense type of woman” 
who did not complete high school, yet was 
“the smarter of the two,” Diamond said. 

Diamond’s parents died before she 
finished college, but their team work, she 
says, set the foundation for the leadership 
style she still uses today. 

Five key principals, she said, drive her 
signature approach: commitment to suc- 
cess; transparency and knowledge; invest- 
ment in other leaders; communication; 
and building a culture around service. 
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At John Dempsey, Diamond's peers say 
her push for effective communication, men- 
torship and aculture of service are prevalent. 

New programs like “Coffee with the 
CEO,” a day every month when Diamond 
makes herself available to doctors, nurs- 
es, Staff, patients and their families for an 
hour and a half to converse about their 
concerns and share ideas, are indicative 
of her commitment to such ends, she said. 

“CEOs are intelligent but they don’t all 
have people skills,” said Dr. Paul Skolnik, 
chairman of UConn Health’s Department 
of Medicine, who works extensively with 
Diamond. “She builds consensus from the 
ground up and is never heavy handed or 
dictatorial.” 

Steffens said Diamond’s support for 
one of his department’s latest ventures 
— opening a mood and anxiety disorders 
clinic in April 2014 — was critical. The 
clinic, said Steffens, is a unique endeavor 
for the state since it will accommodate 
patients who are both privately and pub- 
licly insured. 

“I have worked with a lot of administra- 
tors who either didn’t care much about psy- 
chiatry or didn’t understand it but I was pleas- 
antly surprised with Anne’s knowledge of 
psychiatry as well as her eagerness to learn 
about our department’s needs,” Steffens said. 


Confronting obstacles 

John Dempsey’s unique position as an 
academic hospital comes with its chal- 
lenges — much of which are financial, 
Diamond said. The expenses incurred by 
offering inpatient and outpatient services 
and not having the backing of a large hos- 
pital network means that John Dempsey 
often has to “be everything to everyone,” 
creating bottom-line pressures. 

To deal with repeated million-dollar 
operating deficits in recent years, the hos- 
pital has implemented an institution-wide 
initiative to reduce the cost of purchased 
goods and services, while also negotiating 
better rates with insurers, Diamond said. 

Meanwhile, constantly improving qual- 
ity and reliability of care will continue to be 
her mission, Diamond said. 

“We are highly reliable and that’s an 
important phrase,” Diamond said. “That’s 
how you distinguish between a good orga- 
nization and a great one — that you're 
practices are so fine-tuned that you never 
leave anything to chance.” a 


Le ce LR ‘\ AEN a eg ue 
BN y ESN Wey Pag ey Ak 4 wae W 


DESIGN BUILDERS e GENERAL CONTRACTORS e CONSTRUCTION MANAGERS 


a 2K va i Statin ON: ee aS OLGISs 


is apt de 


iy 
hey ff Gi 


i 
a 
ri 
he 





Kaman Secure Data Center | Bloomfield, CT 


PDS Engineering & Construction served as Construction 
Manager at Risk for a new remote data storage center at 
the Blue Hills Campus of Kaman Corporation, a diversified 
company specializing in aerospace and industrial 
distribution. To ensure safety and protection, the facility 
was designed to withstand a direct helicopter impact. 


PDS has been meeting 
the needs of the 
construction industry 
since 1965. Our 
dedicated team of 
design and construction 


Project Features: 

- 18” reinforced concrete walls and roof 

- Dual electrical service 

- Two backup generators capable of operating the 


complete building load professionals welcomes 


the challenge of serving 
TOTAL PROJECT SIZE: 6,000 SF 


PDS ENGINEERING & CQ Co CS 
CONSTRUCTION, INC. 


107 Old Windsor Road, Bloomfield, CT 06002 
(860) 242-8586 | Fax (860) 242-8587 
www.pdsec.com 


its past and future 
customers on their most 
demanding projects. 


In an ever-changing 
digital world, 


adaptation Is key. 


Our award-winning marketing and public relations team 
Specializes in nimble strategies that can adapt to changing 
technology and changing business needs. 


, CO-COMMUNICATIONS 


MARKETING & PUBLIC RELATIONS 


Inake yolluelf perpecily clear 


Connecticut | New York City | Westchester 
860.676.4400 | www.cocommunications.com 
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BY THE NUMBERS 


$92.9M 


The difference between the 
latest FY 2015 budget deficit 
estimates from the Office of 
Fiscal Analysis and Comptroller 
Kevin Lembo. 


of % 


The drop in New England’s 
wholesale power prices in 
December, largely due to warmer 
weather. 


YOO 


The number of wins achieved by 
UConn women’s basketball 
coach Geno Auriemma on Feb. 3. 


2.2% 


The average dip in Connecticut 
home prices in 2014, according 
to Corelogic. 


$36M 


Connecticut’s share of a federal 
and multi-state settlement with 
Standard & Poor’s stemming 
from the firm’s questionable 
ratings of mortgage-backed 
securities. 


TOP 5 MOST READ 


on HartfordBusiness.com 


lM UConn grad to appear on 
Tuesday’s ‘Shark Tank’ 


® Stilts buyers dealing for 100 
Pearl at $36M+ 


lM Famed tattoo artist to open 
Foxwoods studio 


lM NU’s rebrand takes effect 


M®@ Jepsen calls for investigation 
into CL&P closures 


STAY CONNECTED 


For breaking and daily Greater Hartford 
business news go to 
www.HartfordBusiness.com. 
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TOP STORY 


NY investors eye $36M+ purchase of Hart- 
ford’s 100 Pearl St. office tower 


The same New York investors who seven months ago obtained downtown 
Hartford’s Stilts Building are back with a pending deal to buy the gleaming, 
Sapphire-blue tower two blocks away at 100 Pearl St. 

The group’s acquisition of a third downtown Hartford property is also in 
the works, the buyer says. 

Brooklyn’s Shelbourne Global Solutions LLC is working to close its pur- 
chase by month’s end of the Class A 17-story, glass-sheathed tower from 
The Silverman Group of New Jersey for a price “north of $36 million,” or 
roughly $128 a foot, said Ben Schlossberg, Shelbourne’s managing member. 

The price tag likely reflects that the 281,000-square-foot Class A tower at 
the northeast corner of Pearl and Trumbull streets is nearly fully leased since 
Silverman bought it partially full in 2012 for a reported $18 million. After- 
wards, Silverman spent another $2.3 million on renovations and upgrades. 

The building debuted in 1989 and for a time was headquarters for former 
Mechanics Savings Bank, now part of Webster Bank. 

Schlossberg said last week his group is in “negotiations on at least one 
other substantial transaction in downtown Hartford.” He declined to identify 
the property. 

A number of other Hartford commercial properties are either up for sale 
or expected to shortly appear on the sales block, including a portfolio of six 
office buildings in Constitution Plaza, the foreclosed Goodwin Square office 
tower and adjoining vacant Goodwin Hotel property. 

“Over the last three or four years, we’ve been buying Class A properties in 
secondary markets like Hartford,” Schlossberg said. “We’ve been looking for 
Opportunities in areas that we think are turning the corner and making big 
efforts to rejuvenate their downtowns. Hartford is a major candidate for us.” 

Shelbourne is particularly impressed by the cooperation between city and 
state officials and agencies to promote downtown Hartford, he said. 

If it closes, the purchase of 100 Pearl would mark the fourth downtown 
office tower to change hands within the past year. 

Last July, Shelbourne quietly bought out investors for $45 million, or $109 
a foot, for a 95 percent equity stake in the 410,000-square-foot Stilts sky- 
scraper at 20 Church St. 


GOVERNMENT & POLITICS 
Tenet officially ends CT hospital acquisition talks 


For-profit hospital operator Tenet Healthcare Corp. won't be entering Con- 
necticut after all. 

Tenet and Gov. Dannel P. Malloy released a joint statement last week saying 
both sides have failed to come to an agreement that would allow the Texas-based 
healthcare company to acquire five Connecticut hospitals. 

Both sides say they have ended negotiation talks and will not try to revive 
the deals. 

“... we regret to announce that we have decided to end our discussions,” 
Malloy and Tenet CEO Trevor Fetter wrote in a joint statement. “We believe it is 
best for the hospitals, their employees and the communities they serve to move 
forward exploring other options.” 

The dissolution of talks comes after Tenet and the Malloy Administration prom- 
ised in January to try to revive the deals, which included Tenet buying Waterbury, 
St. Mary’s, Bristol, Manchester Memorial, and Rockville General hospitals. 

Tenet spent two years trying to make its Connecticut acquisitions, but abrupt- 
ly pulled out of its planned purchase of Waterbury Hospital in December after 
state regulators placed 68 conditions on the deal that barred layoffs and price 
increases for at least five years, and mandated the appointment of an indepen- 
dent monitor and the filing of strategic spending and hiring plans. 
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FINANCE 
SS&C to acquire Calif. software maker for $2.7B 


Windsor’s SS&C Technologies Holdings Inc. said last week that it has agreed 
to pay $2.7 billion to acquire a California company that makes software for 
investment management firms. 

SS&C will pay $44.25 per share for publicly traded Advent Software Inc., 
which is headquartered in San Francisco. 

SS&C said it will fund the deal with $3 billion in debt financing and cash as 
well as $400 million of equity. 

Advent has more than 4,300 customers, 1,200 employees, and earned $397 
million in revenue last year. 

The Advent deal follows a series of acquisitions SS&C has completed over the past 
several years. Most recently, it acquired a subsidiary of DST Systems for $95 million. 


LAW 
S&P settlement to pay CT $36M 


Connecticut will collect $36 million of a billion-dollar, federal and multi-state 
settlement with Standard & Poor’s Financial Services LLC stemming from the 
Wall Street rating firm’s questionable ratings of risky securities tied to subprime 
mortgages in the run-up to the 2008 financial crisis, authorities say. 

State Attorney General George Jepsen announced last week the settlement 
between S&P and Connecticut — which was the first state to sue S&P in 2010 
— the U.S. Justice Department and 17 other states. 

The settlement requires S&P to pay $1.375 billion, divided equally between 
states and the Department of Justice. 

Jepsen said Connecticut’s share will go into the General Fund. 


ENERGY 
December power prices dropped 57% 


The average price of wholesale electricity throughout New England dropped 
57 percent in December, largely due to milder weather that dampened demand 
for natural gas in the region, according to grid administrator ISO New England. 

In December 2013, colder weather increased customers’ demand for natural gas 
to heat their homes, constricting natural gas supplies to the region and forcing New 
England’s power plants to rely on more expensive fuels to generate electricity. 

The average price of wholesale power that month was $98.53 per megawatt 
hour. 

In December 2014, however, the weather wasn’t as cold, leaving more natu- 
ral gas for the power plants. 

As a result, the average price of wholesale power was $42.47 per megawatt 
hour, a significant decrease from a year earlier. 


HEALTH CARE 
Calif. addiction center opens second CT clinic 


Los Angeles-based BioCorRx Inc. said it is opening a new West Hartford clinic. 

The 970 Farmington Ave. clinic is the company’s second Connecticut loca- 
tion. It also has an outpost in Norwalk. 

The company’s Connecticut clinics operate under a distribution deal with JPL 
LLC, which owns the right to BioCorRx’s Start Fresh Program. 

The program includes an implant that delivers an opioid antagonist called 
Naltrexone to substance abuse patients, combined with one-on-one coaching 
with a counselor. 

BioCorRx said it’s targeting Connecticut because the state has a relatively 
high level of substance abuse. 

Citing Centers for Disease Control data, the company said 900 Connecticut 
residents die annually from alcohol abuse. 


NONPROFITS 


Hartford Y CEO James Morton 
leaving for Boston post 


For the second time in five years, the YMCA of Greater Hartford has lost its 
CEO to the Boston Y. 

James Morton, who has presided as chief executive officer of the YMCA of 
Greater Hartford the past four years, is leaving to run the YMCA of Greater Bos- 
ton, the Y says. 

He starts his new job as CEO of the YMCA of Greater Boston on April 6. 

Morton, 59, was hired from the YMCA of Greater Springfield Inc. in November 
2010 to replace former CEO Kevin Washington, who left in July that year to run 
the YMCA of Greater Boston. Washington left the Boston Y last November, to run 
the mothership, the YMCA of the USA, in Chicago. 

Before the Springfield YMCA, Morton was executive director of the Massa- 
chusetts Career Development Institute Inc. 
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MARKETING & MEDIA 
NU’s rebrand takes effect 


Northeast Utilities and its various gas and electric subsidiaries in 
three New England states officially flipped the swtich on their rebrand- 
ing last week. The company is now known as Eversource Energy. 

Workers swapped out NU signage at the company’s downtown 
Hartford location. 

The company’s stock is now listed under the ticker symbol “ES.” 


TRANSPORTATION 


The rebrand covers NU itself, as well as Connecticut Light & 
Power Co., Yankee Gas Services Co., and other subsidiaries in 
Massachusetts and New Hampshire. 

Eversource said its various websites will automatically re- 
direct to Eversource.com, and customer log-in information will 
remain the same. 


GTiasirak buys 48 Indianapolis hybrid buses 





MANUFACTURING 
Lydall sells off medical business for $30M 


Manchester manufacturer Lydall Inc. said it has completed the 
sale of its Charter Medical unit, which makes medical products 
used in blood transfusions and bioprocessing. 

Solesis Medical Technologies — a subsidiary of United King- 
dom-based Fenner PLC — bought Charter Medical for $29.9 
million, according to Lydall, which said the divestiture will help it 
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The Connecticut Department of Transportation has purchased 
48 hybrid diesel-electric buses from an Indianapolis firm to run 
along the new CTfastrak route when it opens in late March. 

Allison Transmission Holdings of Indianapolis announced the 
purchase last week. The order includes 30-foot buses to provide 
neighborhood circulator service, 40-foot buses to operate the con- 
nector routes, and 60-foot buses to operate the main-line services. 

The Allison buses use the kinectic energy created by the ve- 
hicle’s braking or stopping to provide power for acceleration. The 
buses also feature GPS tracking for riders to monitor bus location, 
LED lighting, and free Wi-Fi service. 

CTfastrak, originally known as the Hartford-New Britain Bus- 
way, is scheduled to open March 28. 


focus on its core businesses making thermal, acoustical, filtration 
and other engineered products. 

Charter is based in North Carolina. Lydall formed the company 
in 1998. 

Boston-based C.W. Downer & Co. advised Lydall on the trans- 
action. 


WHAT’S AHEAD: 


m 2/16 Focus: Advertising, Media 
and Marketing 


The List: News Media Organizations 
@ Nonprofit Profile: Knox Parks Foundation 


CALENDAR 
TUESDAY, FEB. 10 


Generating Business through the Media 


_» — The eWomen Network, 

’ Greater Hartford and 
shoreline chapter, is 
hosting an accelerated 
networking dinner 
Tuesday, Feb. 10th, to 
discuss ways companies 
can boost their business 
through TV, radio and 
print media exposure. 





The event, which runs from 6 p.m. to 8:30 p.m.. will take place at 
Wampanoag Country Club, West Hartford. 


Speakers Amy Ostigny and Colleen Wietmarschen, partners at The 
Strategic Connectors, are coming from Ohio to share their five steps to 
generate new customers and revenue through TV, print and radio media. 


For more information and registration information, contact Anne 
Garland, at 860.575.4970 or annegarland@ewomennetwork.com. 


FOR A COMPLETE LIST OF GREATER HARTFORD BUSINESS EVENTS, GO TO 
WWW.HARTFORDBUSINESS.COM AND CLICK ON ‘THE AGENDA.’ ALL CALENDAR ITEMS 
MUST BE SUBMITTED ELECTRONICALLY VIA OUR WEB SITE, HARTFORDBUSINESS.COM. 


EXPANDING OUR TEAM 
MURTHA ANNOUNCES THREE NEW PARTNERS 


MURTHA 


STEPHANIE SPRAGUE SOBKOWIAK has been elected Partner of Murtha Cullina LLP effective 
January 1, 2015. Stephanie is a member of the firm’s Health Care practice group representing 
hospitals, physicians, physician groups and other clients in the health care industry. 


ssobkowiak@murthalaw.com | 203.772.7782 
One Century Tower, 265 Church Street, New Haven, (T 06510 


DAVID R. SULLIVAN joins the firm’s Business & Finance Department as a Partner practicing in 
the area of federal and state taxation advising clients on business formation, transactional, 
financing, tax credit and exit strategies with particular experience in tax controversies, audits 


and litigation. 





drsullivan@murthalaw.com | 617.457.4156 


99 High Street, Boston, MA 02110 





SUZANNE BROWN WALSH joins the firm’s Trusts and Estates Department as a Partner. 
Expanding the depth of this department, Suzanne practices estate planning for families of 
children with special needs, elder law and estate and trust administration. 


swalsh@murthalaw.com | 860.240.6041 


CityPlace |, 185 Asylum Street, Hartford, CT 06103 


BOSTON HARTFORD NEWHAVEN STAMFORD WOBURN 





MURTHA CULLINA LLP 
ATTORNEYS AT LAW MURTHALAW.COM 
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An increasing number of wealth management firms that serve high-net-worth investors, including Aegis Wealth Partners whose advisors are 


shown above discussing market trends, use a team-based model where several advisors offer insights on different topics to the same client. 


Growing wealth advisor focuses 
on team-based approach 


By Sheena Butler-Young 
sbutler@HartfordBusiness.com 
rett Amendola spent 20-plus years at several big 
B name financial firms in Connecticut — American 
Express, Prudential and UBS — earning senior- 
level titles and a good living. 

But in 2012 he decided to 
hang his own shingle, opening 
financial advisory and wealth 
management firm Aegis Wealth 
Partners with offices in Madison 
and Milford. 

So why take the risk of run- 
ning his own shop? 

Amendola said he thought 
there was a better way to attract 
clients by offering a team-based 
model in which advisors share 
clients and offer a broader array 
of advice. 

While the business model is 
not wholly unique — other area 
wealth management firms say 
they too offer some variation 
of team-based wealth manage- 
ment — it seems to be paying off 
for Aegis, which has grown to 30 
advisors in less than three years. 

“We're actually looking to 
add 10 advisors every year 
for the next three years,” said 
Amendola. “We’re doing busi- 
ness up and down the East 
Coast so our goal is to open a Rhode Island location 
and a location in Fairfield County.” 

The team-based wealth management model has 
become increasingly popular in recent years, especially 
for firms that cater to high-net-worth investors, accord- 
ing to a2011 whitepaper by IBM and Pyramid Solutions. 

In fact, some estimates show that nearly 96 percent 
of wealth management practices serving high-net-worth 
investors use some type of team-based approach, where 
the advisor serves as arelationship manager, coordinat- 
ing the client’s service among different experts within 
the firm, the study found. 

Amendola said his firm tries to differentiate itself 
with its veteran staff that specializes in a broad range 
of areas including estate and tax planning, educational 
and traditional IRAs, and insurance. They also recently 
hired achartered financial analyst, which is arare posi- 
tion among wealth management firms. 

Amendola said he is bullish about growth pros- 
pects in Connecticut because of the state’s high 





Brett Amendola, founder, 
Aegis Wealth Partners 





Raymond Bovich, 
managing director 
and chief investment 
officer, Aegis Wealth 
Partners 
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per-capita income, which creates an increased need 
for wealth management firms. 

One of the challenges of forming his own company was 
finding talent. Amendolasaid he’s landed much of his firm’s 
staff through referrals from past colleagues as well as cur- 
rent advisors. 

“We're looking to recruit aspecific type of advisor who 
wants to workin ateam-based platform,” said Amendola. 
“Obviously, not every advisor wants to work for our firm.” 

He met one of his latest recruits, Raymond Bovich, 
Aegis’ managing director and chiefinvestment officer, over 
15 years ago when Amendola was divisional vice president 
at UBS in Stamford and Bovich was vice president and insti- 
tutional director at Calamos Investments in New York. 

When the pair’s paths crossed again about three 
years ago, they stayed in contact as Amendola started 
and grew Aegis. In October, Amendola tapped Bovich to 
head up Aegis’ asset management duties. 

“T liked what Brett had to say and I liked the way he 
was running his business,” said Bovich, who has clocked 
30-plus years in finance at firms like Dean Witter and Mer- 
rill Lynch. “He leads through delegation and hires people 
who have the experience and are willing to work hard.” 

Another challenge of starting his own firm, Amendo- 
la said, was finding the right affiliations and investors. 

After meeting with 26 different companies, Amen- 
dola said he chose to affiliate with New York-based The 
Guardian Life Insurance Company of America. While 
the insurer has invested an undisclosed sum in Aegis, 
Amendola said his firm is not restricted to exclusively 
selling Guardian Life’s products. 

“We 100 percent always do what’s in the best interest 
of the clients at all times,” said Amendola. “Our clients’ 
needs are diverse and complicated; I think insurance 
and asset management go hand in hand.” 

Amendola’ roots are firmly planted in Connecticut. 
After he graduated from Quinnipiac University in 1991 
with a finance degree, he said his successes and set- 
backs in financial services helped him to understand 
this region’s clientele. 

“Ive worked at both large investment firms and large 
insurance firms; I like to say I’m like Mikey in the cereal 
commercial — Ill try anything,” Amendola said. 

Amendola credits his experience working with 
American Express, UBS and Mass Mutual for provid- 
ing him the mentorship that has shaped his vision and 
management style, which includes an intense focus on 
creating and adhering to a strategic vision. 

“There’s nothing worse than working for a company 
that doesn’t know what it wants to be when it grows 
up,” he said. 

Amendola said his goal is to build Aegis into a top 
destination for Connecticut advisors and eventually let 
his kids take over the business. i 


EXPERT CORNER 


By Anthony Price 


oday is an exciting time to 
T be an entrepreneur. With 

a computer, mobile phone, 
email address, website, and social 
media, a small business can com- 
pete with anyone. Although the 
playing field is nearly level, sourc- 
ing capital remains skewed toward 
big business. Luckily, there are 
ways around traditional capital 
sources, allowing entrepreneurs 
to stay in the game. 

The Jumpstart 
Our Business Start- 
ups Act GOBS Act), 
which President 
Obama _ signed into 
law on April 5, 2012, 
is areason to be opti- 
mistic. Over time, this 
legislation will change 
how small businesses 
raise capital as the U.S. 
Securities & Exchange 
Commission (SEC) figures out how 
to implement the crowdfunding 
aspect of the act. 

Crowdfunding allows business- 
es to raise small amounts of capital 
from the general public. 

To avoid the costly step of reg- 
istering a private offering with the 
SEC, companies traditionally could 
only raise capital from accred- 
ited investors (they also must be in 
compliance with applicable state 
securities laws). To be accredited, 
an individual had to earn $200,000 
annually ($300,000 per couple) 
or have a net worth of $1 million, 
excluding the value of a home. 

Such requirements prevented 
an estimated 98 percent of the 
American public from investing 
in local business, according to 
Amy Cortese, author of the book 
“Locavesting.” Prior to 2012, rais- 
ing equity from investors — apart 
from friends and family — was out 
of the question for most small busi- 
nesses due to the complexity and 
cost involved in registering the 
offering with the SEC. 

Crowdfunding aims to allow 
small businesses to raise funds 
from non-accredited investors. 
And states are not waiting for the 
SEC to implement crowdfunding 
regulations. 

Maryland, for example, passed 
anew crowdfunding law allowing 
residents to lend up to $100 per 
year and businesses to raise up 
to $100,000 annually. Connecticut 
legislators proposed a bill during 
the 2014 session that would have 
tasked the Connecticut Depart- 
ment of Banking with researching 
how a crowdfunding law could 
work in the state. This bill passed 
the House but died in the Senate. 
Meantime, 13 states have 











Crowdfunding Is 
democratizing capital 
for small business 


intrastate crowdfunding exemp- 
tion laws, with 14 states consider- 
ing legislation. 

Public solicitation is legal in 
Connecticut, if the offering is 
registered with the state. Under 
federal law, an exemption from 
the SEC registration can be grant- 
ed to a business using Rule 504 
or the Intrastate Exemption, or 
both. In this scenario, a Connect- 
icut business or nonprofit can 
raise up to $1 million annually 
through a direct pub- 
lic offering (DPO). 

A DPO is a power- 
ful financial tool for 
creating an offering 
directly to the public; 
it eliminates the need 
for an underwriter, 
attorney, and other 
intermediaries as well 
as the expense. Ben & 
Jerry’s, Annie’s Home- 
grown, and Desserts 
by David Glass have used DPOs to 
raise capital. Yet many small busi- 
nesses don’t use it. Cynthia Anta- 
naitis, assistant director with the 
Securities and Business Invest- 
ments Division in the Connecticut 
Banking Department, said, “We are 
lucky if we see one a year.” 

Jenny Kassan, a Yale Law 
School graduate and CEO of Cut- 
ting Edge Capital, a consulting 
firm based in Oakland, Calif., 
helps train businesses to use 
DPOs. Kassan’s first DPO was 
Workers Diner, a startup family- 
style diner that planned to locate 
in Brooklyn, N.Y. The goal was to 
raise $500,000, priced at $25 per 
share, from investors in New York, 
New Jersey, and Connecticut, but 
Workers Diner ultimately decided 
not to move forward after failing 
to raise sufficient capital. 

Kassan identified the two pri- 
mary parts of a DPO: compliance 
and marketing. Once the offering is 
approved through the compliance 
process, the business must begin 
marketing the offering. Without a 
strategy to promote and market 
the offering, success will not be 
forthcoming. 

Kassan explained, “You have 
to do the selling. The selling is 
not easy, especially when you're 
a startup. You have to go out and 
find the right people to invest.” 

Capital remains the Achilles’ 
heel for small businesses. Options 
do exist, and more will follow as 
capital innovation evolves. Crowd- 
funding is democratizing capital 
for small business by making every 
American apotentialinvestor. Hf 
Anthony Price 1s an econom- 
ic development executive im 
Connecticut. 
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2015 AMERICAN ATHLETIC CONFERENCE 
MEN’S BASKETBALL CHAMPIONSHIP! 





Entertain your clients or come cheer on your favorite team in 
style in the Comcast Coliseum Club and Executive Suites! 


Full Club tournament ticket pricing breaks down to 





XL CENTER 
AMERICAN 


THEAMERICAN orc. 


or visit XLCenter.com for more information on 
premium seating for the American Men's Basketball Tournament. 
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Source: FactSet Mergers Web - mergermetrics.com and news reports. Note: NA = Not available. 
(1) Pending. 


Largest Connecticut mergers and acquisitions 


(Deals announced, pending or completed in 2014, ranked by dollar amount) 


Buyer 


General Electric Co. 

3135 Easton Tpke. 

Fairfield, CT 06828 

Charter Communications Inc. 
400 Atlantic St. 

Stamford, CT 06901 

Electrolux AB 

S:t Géransgatan 143, Stadshagen 
Stockholm, Sweden 

The Priceline Group Inc. 

800 Connecticut Ave. 

Norwalk, CT 06854 

Frontier Communications Corp. 
3 High Ridge Pk. 

Stamford, CT 06905 

Jin Jiang International Holdings Co Ltd (2) 
23F No 100 East Yan Rd. 
Shanghai, China 200002 

General Electric Co. 

3135 Easton Tpke. 

Fairfield, CT 06828 

The Blackstone Group LP 

345 Park Ave. 

New York, NY 10154 

Starwood Capital Group Global LLC 


591 W. Putnam Ave. 
Greenwich, CT 06030 


ATOS SE 
River Ouest 80, Quai Voltaire 
Bezons, France 95877 


General Electric Co. 
3135 Easton Tpke. 
Fairfield, CT 06828 


General Atlantic LLC (3) 
600 Steamboat Rd., Ste. 105 
Greenwich, CT 06830 
Entegris Inc. 

129 Concord Rd. 

Billerica, MA 01821 


Orix Corp. 
World Trade Center Bldg., 2-4-1 Hamamatsu-cho, Minato-Ku, 
Tokyo, Japan 


Banco Santander SA 

Ave. de Cantabria 

Madrid, Spain 28660 

United Rentals Inc. 

100 First Stamford PI., Ste. 700 
Stamford, CT 06902 

Alstom SA 

3 Ave. André Malraux 
Levallois-Perret Cedex (Paris), France 92300 
TSG Consumer Partners LLC (6) 
600 Montgomery St., Ste. 2900 
San Francisco, CA 94111 
Fragmented Industry Exchange 
80 Mountain Laurel Rd. 

Fairfield, CT 06824 

Stone Point Capital LLC (7) 

20 Horseneck Ln. 

Greenwich, CT 06830 


(2) Government owned. 


(3) CareCore National LLC of Wappingers Falls, NY also participated in the acquisition. 
(4) MedCare Investment Corp of Nashville, Tenn. and TA Associates Management LP of Boston also participated in the sale. 


Deal size 


$17,064,610,000 


$7 ,300,000,000 


$3,300,000,000 


$2,335,000,000 


$2,000,000,000 


$1 ,863,970,000 


$1,775,000,000 


$1,614,220,000 


$1,405,000,000 


$1,100,000,000 


$1,060,000,000 


$1,000,000,000 


$998, 130,000 


$963,000,000 


$950,280,000 


$905,000,000 


$825,000,000 


$750,000,000 


$700,000,000 


$692,000,000 


Date Date 
Seller Unit sold announced closed 
Alstom SA 
3 Ave. André Malraux eS Een y spr 2072014 N/A (1) 
Levallois-Perret Cedex (Paris), France 92309 
Comcast Corp. 
Comcast Center, 1701 JFK Blvd. Ea ee asia Apr 28, 2014 N/A (1) 
Philadelphia, PA 19103 
General Electric Co. 
General Electric 
So Appliances ne, __ $99 8:2014 Na 
OpenTable Inc. 
1 Montgomery St., Ste. 700 OpenTable Inc. Jun 13, 2014 Jul 24, 2014 
San Franciso, CA 94104 
AT&T Inc. — ; 
Wireline & Fiber 
Cae ana Notworne Bucingss Dec 17, 2013 Oct 24, 2014 
Starwood Capital Group Global LLC 
591 W. Putnam Ave Louvre Hotels SAS Nov 12, 2014 N/A (1) 
Greenwich, CT 06030 
The Milestone Aviation Group Ltd. THe Milectone 
Classon House, Dundrum Business Park, Dundrum Rd. Aviation Group Ltd Oct 13, 2014 N/A (1) 
Dublin, Ireland 14 , 
General Electric Co. GE Japan Corp., 
3135 Easton Tpke Residential Real Nov 20, 2014 N/A (1) 
Fairfield, CT 06828 Estate Business 
Taubman Centers Inc. 
200 E. Long Lake Rd., Ste. 300 Saver Seen Jun 18, 2014 Oct 17, 2014 
Bloomfield Hills, Ml 48304 
Xerox Corp./ 
Xerox Corp. Information 
45 Glover Ave. Technology Dec 18, 2014 N/A (1) 
Norwalk, CT 06856 Outsourcing 
Business 
: soantifi Cell culture, gene 
Thermo Fisher Scientific Inc. ee 
modulation, and 
ee a es magnetic beads Jan 6, 2014 Mar 21, 2014 
operations 
Ridgemont Partners Management LLC (4) 
150 North College St., Ste. 2500 MedSolutions Inc. (5) Nov 5, 2014 Dec 4, 2014 
Charlotte, NC 28202 
ATMI Inc. 
7 Commerce Dr. ATMI Inc. Feb 4, 2014 Apr 30, 2014 
Danbury, CT 06810 
The Hartford Financial Services Group ae 
1 Hartford Plaza (Japanese annuity Apr 28, 2014 Jun 30, 2014 
Hartford, CT 06155 unit) 
General Electric Co. 
3135 Easton Tpke. GE Money Bank AB Jun 23, 2014 Nov 6, 2014 
Fairfield, CT 06828 
National Pump & Compressor Ltd. 
3365 W. Cardinal Dr. A it ig Mar 9, 2014 Apr 1, 2014 
Beaumont, TX 77705 
General Electric Co. 
3135 Easton Tpke. Signaling Business Jun 19, 2014 N/A (1) 
Fairfield, CT 06828 
C. Dean Metropoulos & Co. 
aISE. Putnam Ave, The Pabst Brewing Sep 18, 2014 Nov 13, 2014 
reenwich, 
Singapore eDevelopment Ltd. 
9 Temasek Boulevard #09-02A Suntec Tower 2 CHAP RS a eu aene) Sep 3, 2014 Oct 21, 2014 
Singapore, Singapore 038989 
Torus Insurance Holdings Ltd. 
Windsor Place, 3rd Floor, 22 Queen St. Torus Insurance Jun 9, 2013 Apr 1, 2014 


Hamilton, Bermuda HM11 


(5) Unit is a portfolio company of Ridgemont Partners Management LLC, MedCare Investment Corp. and TA Associates Management LP and is located in Franklin, Tenn. 


(6) Blue Ribbon Intermediate Holdings LLC of Delaware also participated in the acquisition. 


(7) Enstar Group Ltd. of Hamilton, Bermuda also participated in the acquisition. 
—Compiled by Roger Magnus. 


Scott Collar, Jason Banta, 
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Equipment Manager Expert Manager 


10 Hartrorb Business Journal ® February 9, 2015 


Holdings Ltd. 


Kelly Rypysc, David Camera, David Scofield, 
Founder 


Technical 
Coordinator 





Kyle Duba, 
Audio, Video & Project Manager 
Lighting 


To view the full list, please visit HartfordBusiness.com 


For all your special 
event needs, 
ola late -myelelmutirolam Kem iir= 


Audio Services 
Video and Projection Services 


Lighting Services 
PANUCol Tomi t-ier-1m =e lel | elaatslal mea t-lalee] 


VAY VAY Abe) ale) aslilalsye\ more) an 
860-254-5900 


Wi felantelesle)(=mc\Cclaltcmcitclal 
here! Contact us today: 


Craig Jeppesen, 


www.HartfordBusiness.com 


Q& 


‘Debunking investor 


psychology 


Q&A talks with Brian Portnoy, a recog- 
nized expert on behavioral finance and 
alternative wnvestments and the author 
of the recently-published book “The Inves- 
tor’s Paradox: The Power of Simplicity in 
a World of Overwhelming Choice.” He was 
recently hired by Hartford's Virtus Invest- 
ment Partners as vice president and direc- 
tor of investment education. 


What is behavioral 
finance? Explain 
m@ what it hopes to 
accomplish and how it helps 
individual investors not make 
irrational decisions. 
A: Behavioral finance applies 
the basic insights of psychology 
to investing. Rather than assume 





dichotomy between “traditional” and 
“alternative” investments. What is that 
dichotomy and how should investors 
address it? 

A: The human mind is wired to put every- 
thing we see in categories, often with artifi- 
cially stark boundaries between them. The 
investment world, for example, tends to dis- 
tinguish between “simple” mutu- 
al funds and “complex” hedge 
funds. But being practical, those 
two buckets obscure more than 
they reveal. 

Instead, it’s more produc- 
tive to think about a spec- 
trum of managers based on 
the constraints that bind their 
portfolios. Some portfolios are 
designed to give narrow expo- 


all people are “rational,” it starts BRIAN sure to a particular market 
with the premise that individu- PORTNOY with little wiggle room. Others 
als are hard-wired with cognitive (9 have free reign to go anywhere. 
and emotional biases that make Vice president and No point on the spectrum is 
the investing game hard to win. director of either good or bad in theory. It’s 
One of the most profound insights investment all about what’s right for your 
in recent years is the so-called education, Virtus own portfolio. 

“behavior gap,’ which demon- Investment 


strates that what a fund returns 
and what an investor earns can 
be quite different. 

Take the Vanguard S&P 500 


Partners; author, 
“The Investor’s 
Paradox: The 
Power of Simplicity 


Q: One endorsement of 
your book describes it as a 
great text on picking fund 
managers. What is the best 


Index Fund. Over the past 15 in a World of way to pick a fund manager? 
years through the end of 2014, Overwhelming A: Sound investing starts by 
the fund’s annualized return Choice.” looking in the mirror and ask- 


was 4.1 percent. But taking into 

account when investors contrib- 

uted to or withdrew money from the fund, 
the average “investor return” was just 1.3 
percent. 

Investors earned less than half of the 
index’s returns. Because we tend to buy 
high and sell low, which is directly a func- 
tion of our emotions overriding good deci- 
sion making, investors tend to underper- 
form their own investments. It’s a troubling 
phenomenon. Studying behavioral finance 
can help us address some of these decision- 
making shortcomings. 


Q: Your book, you say, provides sim- 
ple, time-tested approaches for advisors, 
institutions, and individuals to evalu- 
ate countless investment options and 
navigate volatile markets. How does that 
jibe with your experience as an expert in 
alternative investments? 

A: I’ve been very fortunate in my career to 
do research on the entire spectrum of fund 
investments, ranging from relatively straight- 
forward index funds to highly complex strate- 
gies. One thing that experience has taught me 
is that there are ways to find simplicity in a 
world of overwhelming choice. 

One way to do that is to ask just a hand- 
ful of straightforward questions about any 
investment: Is the manager trustworthy? 
What risks does he or she take, and is she 
skillful at doing so? And how might their 
strategy fit into my own portfolio, if at all? 

With those questions, you can cut quickly 
to the merits of any individual choice, even 
when dealing with the more complex. Get- 
ting sucked into the intricate details is asure 
way to lose the forest for the trees. 


Q: The book also addresses the false 
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ing: What am I trying to achieve? 

Any investment decisions that 
are made independent of a well-articulated 
long-term financial plan (which includes both 
a budget and a sense of long-term liabilities) 
are unlikely to prove fruitful. 

I strongly advise investors not to try to 
“peat the market” because, at the end of the 
day, that is a game that is not tied to your goals. 

Thus good fund managers are those that 
have a good chance at helping your overall 
portfolio meet your financial objectives — no 
more, no less. Investing actually is supposed 
to be kind of boring. If you find it exciting, 
youre probably taking too much risk. 


Q: Your job title includes director 
of investment education. Is this a new 
trend in your field? How has investor 
education been handled in the past in 
a general sense? And how is it changing 
going forward? 

A: My philosophy on investing boils 
down to just this: Well managed expecta- 
tions produce investment success. That 
relates to any individual choice you make, 
as well as your portfolio overall. Having 
realistic aspirations for one’s finances is 
critical, because when outcomes don’t meet 
expectations it’s very disappointing. 

The rub is that managing expectations in 
this field is quite difficult due precisely to the 
behavioral quirks mentioned above. There 
has always been some level of investor edu- 
cation in the industry, centering around afew 
key ideas like diversification. 

That’s good, but given both the powerful 
insights of behavioral finance and the over- 
whelming complexity of investors’ current 
choice set, the opportunity for insightful 
expectations management is enormous. 
And that’s what I'll be working on. Hi 
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experience. 


Many local companies are happy they did. 
That’s because they recognized the benefits of 
working with an established company for every 
phase of construction, including design/build 
expertise. As your local Butler Builder® we offer 
a full-range of systems construction capabilities 
that combine efficiency, functionality, and virtually 
endless design possibilities. Give us a call today, 
and put us to work on your project. 


Contact us at 1-855-BUILD-86 
or visit us on the web. 


ENGINEERS e DESIGNERS ¢ CONTRACTORS 
www.borghesibuilding.com 


©2011 BlueScope Buildings North America, Inc. All rights reserved. Butler Manufacturing™ is a division of 
BlueScope Buildings North America, Inc. 


2155 East Main Street ¢ Torrington, Connecticut 06790 





If you want to close more sales, 
stop selling to everyone 


Susan Powers 
Partner & Certified Trainer 
Sandler Training/Peak Sales Performance 


Yes, stop selling to eveyone! It’s all about working 
smarter, not harder, and being hyper-focused. 


Here’s my top 5 Insider Sales Tips that will have 
you closing more deals by selling to less people: 


. Have a strong personal brand. This includes having a great LinkedIn 
profile, a strong 30-second commercial and a dynamic social presence. 


. Create your “Inner Circle”. Surround yourself with some key centers 
of influence who understand your personal brand, know you as a Trusted 
Advisor and will refer you business. 


. Sales is a Process — so have one! There’s no getting around this 
one. Use a CRM, a spreadsheet or something to track your activity. Use it, 
religiously. Enough said. 


. Know your target client. Don’t waste time prospecting OR networking 
to or with people that don't fit your ideal client profile. Just say no. 


. NetWORK not play. Don’t be a serial socializing networker. Be mindful of 
your time. Time is money — your money, use it wisely and see number 4! 


Top salespeople are disciplined. They know what they want and they have a 
specific path to get them there. No one said it was easy, but embrace these 
5 tips and you will be on your way to number one sooner than you think! 


For more information about Sandler Training/Peak Sales 
Performance contact Susan Powers, Partner & Certified Trainer 
— Susan.Powers@sandler.com or call (203) 264-1197. 


Sandler 
Training 2 Bridgewater Road, Suite 105 Farmington, CT 06032 
® 


Peak Sales Performance, LLC 
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DEAL WATCH 








$420,000 for a vacant 8,865-square- 
foot industrial building in New Brit- 
ain to house its expanding machine-shop 
operations, brokers say. 

LK is vacating its current 500 Four Rod 
Road location to occupy its new home on 
0.35 acres at 20 Hudson Place. The sale also 
included an additional 0.25 acres across the 
street at 15 Hudson Place. 

O,R&L Commercial represented buyer 


and seller, Andrzej Murzynski. 
eee 


B erlinss LK Precision recently paid 


Reno Properties listings 

Newington broker Reno Properties Inc. 
has a pair of commercial-property listings 
— one for sale, the other for lease — in the 
Greater Hartford region. 

In Bloomfield, priced at $750,000is a 17-acre 
site with pre-existing zoning approval to build 
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Enjoy dinner, networking opportunities and a fun social evening as the 







a _ 65,000-square- 
foot medical-office 
development at 
54-80 Jolley Drive. 
A host of existing 
medical practices 
populate Jolley Drive, Reno Properties said. 
Alternative development for the site 
includes offices, flex industrial, light manu- 
facturing, and warehouse/distribution. 
The site also is close to health insurer 
Cigna’s headquarters campus and the Copaco 
Shopping Center, both off Cottage Grove Road, 
which Reno says sees more than 26,000 cars 
daily pass through its Jolley Drive intersection. 
In Wallingford, a34.6-acre, 389,000-square- 
foot industrial facility in the Wallingford Busi- 
ness Park, 718 N. Colony Road, is for lease, 
Reno said. 
The steel-and-masonry, fully sprinklered 





Best Places @s 
TO WORK IN a 


2006-2015 


structure features 
include 153,000 square 
feet of high-bay space, 
priced at $4 to $5 a 
foot; 80,000 square 
feet of space with 
12- to 14-foot ceiling 
clearance at $2 a foot; 
and 6,000 square feet 
of office space at $6 a 
foot. It has parking for 
1,000 vehicles. 
e@e0e8 

Blue Wave's S. 
Windsor home 

Vernon's Blue Wave 
Printing & Display Inc. 
recently paid $687,500 
for a 13,000-square- 
foot South Windsor 
industrial building to serve as a new home for 
the trade-show signage/display maker. 

Blue Wave owners Elaine and Scott 
Hagelin bought the building at 359 Gover- 
nors Highway from Elisha Realty, according 
to the buyers’ broker, Sentry Commercial. 

According to Blue Wave's homepage, it was 
scheduled to relocate Feb. 1 to its new quarters 
from its old address at 29 Naek Road in Vernon. 

eee 
Sinclair’s Wallingford space 

Sinclair Insurance Group signed a six- 
year lease on about 10,985 square feet of 
office space in Wallingford. 
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LK Precision pays $420K for N. Britain home 


CBRE-New England represented Sin- 
clair and landlord Equity Commonwealth 
in the lease at 35 Thorpe Ave. 

e@@e08 
Newington fitness lease 

BP Fitness Coaching LLC leased 8,000 
square feet at 37 Ann St. in Newington. 

Colliers International represented land- 
lord 37 Ann St. LLC in the lease. 

e@@e0e 
Genesis in Windsor 

Genesis Eldercare leased 4,565 square 
feet at 360 Bloomfield Ave. in Windsor from 
landlord Siebar LLC. 

Colliers International brokered the lease. 

e@@e@8 
The Grand’s debut 

The recent spate of snowy weather is play- 
ing havoc with efforts to lease up downtown 
Hartford’s first office-to-apartments conver- 
sion, The Grand. 

Landlord Yisroel Rabinowitz says only four 
tenants have occupied the 26-unit building at 
201 AnnSt., while a fifth has signed but has yet 
to take up residency. Two to three more lease 
signings were expected last week, he said. 

To get on track, The Grand’s New York 
owner plans a grand opening sometime in late 
February. Local and state economic-develop- 
ment officials and the public will be invited to 
tour its unleased units, Rabinowitzsaid. & 
Greg Seay is the Hartford Business Journal 
News Editor. 
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Its Time to Shine 


at a special evening 
Honoring past and present 
Best Places To Work in CT Award Recipients 


Date: March 11, 2015 


Awards Dinner: 5:30pm-9:00pm 
Connecticut Convention Center 
400 Columbus Boulevard, Hartford 
Attire: Black Tie Optional ~ Theme is ‘Sparkle’ 


For tickets, contact Amy Orsini at 


$85 each 
$800 per table of 10 


TICKETS: 


aorsini@HartfordBusiness.com 
or 860-236-9998 ext. 134 or go to 


HartfordBusiness.com and click on ‘Our Events’ 
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SHOULD BE YOUR CHOICE. 


TO FRONTIER DOESN’T MEAN 
YOU NEED TO STAY WITH THEM. 


Choose Comcast Business Internet and enjoy business-grade 


solutions to help you stay competitive in today’s marketplace. 
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¢« Consistent, reliable soeed even during peak hours — up to 150 Mbps 
The fastest WiFi with the most coverage for your business 


Access to millions of WiFi hotspots nationwide — so you 
(of-] an Ol om ©) celelUroii\Vomuall(cmanlialeny4lalemetcit- meats] gerors 


Dedicated, trained business experts who can 
assist you — 24/7 


CHOOSE COMCAST BUSINESS. 


CALL (877) 589-8810 TODAY. 


BUILT FOR BUSINESS" 


WOULD $30,000 HELP ot | 
INNOVATIONS EOR YOUR BUSINESS TO THE NEXT LEVEL? 
ENTREPRENEURS” 


Find out how to win it here: business.comcast.com/i4e 


Restrictions apply. Not available in all areas. WiFi claim based on September 2014 study by Allion Test Labs, Inc. Actual speeds vary and are not guaranteed. 
iFi hotspots available with Deluxe Internet and above. Hotspots available in select areas. Call for details. © 2015 Comcast. All rights reserved. 
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Brokers fret becoming 





endangered species 


and poor communication between them and 
the exchange. The end result, brokers say, 
is that some of their clients have received 
delayed coverage or left the exchange 
altogether, sometimes resulting in lost 
commissions. 

Meanwhile, brokers are also questioning 
whether doing business with the exchange 
makes economic sense. While commissions 
aren't necessarily a big issue, brokers say 
enrollment headaches have forced them to 
spend alonger amount of time advising each 
client, cutting into their earnings. 

For its part, Access Health says it has been 
working to improve its systems and commu- 
nication with brokers. Exchange officials say 
they view brokers as vital to the continued 
success of Access Health CT, which has been 
lauded as a model for other states. 

“I don’t like to say ’m a negative person 
overall, but the experience has been very 
negative and time consuming,” said Mark 
Czarnecki, who co-chairs Access Health’s 
broker advisory committee and owns a 
Branford insurance agency that has sold 
individual plans through the exchange. 

Czarnecki said he decided in January to take 
a temporary hiatus from selling Access Health 
plans, unless a valued client asked for a quote. 

“It’s my lowest profit-margin business and 
it’s starting to take up all of my time, to the 
detriment of my loyal customers,” he said. 

Connecticut brokers aren't alone in their 
frustrations. 

A February study published by the Urban 
Institute found that, while brokers have been 
key players in boosting the sales of exchange 
plans in 21 states, many agents are dissatis- 
fied with IT systems, lack of compensation 
for enrolling Medicaid patients, and problem 
solving with exchange personnel. 


Mixed reviews 

Connecticut brokers say some clients are 
easy to sign up, but others run into problems 
— with income documentation or other paper- 
work — that can take hours to resolve. Dealing 
directly with insurance companies is much eas- 
ier and more efficient, anumber of brokers said. 

Steven Glick of the Chamber Insurance 
Trust in Orange, who is also a member of the 
exchange’s broker committee, said brokers feel 
like they are doing more work for less money 
than in the past. Part of that stems from the 
exchange’s enrollment complications, but fed- 
eral healthcare reform in general has also low- 
ered some broker commissions due to the law’s 
limits on medical expense ratios. Meanwhile, 
plenty of consumers are buying insurance 
through a website or call center, rather than 
from a broker. Glick said he worries that bro- 
kers could eventually go the way of the travel 
agent — replaced by technology. 

“For certain brokers, [exchange busi- 
ness has] been a boost,” Glick said. “But the 
agents I’ve talked to are becoming very frus- 
trated because their value has diminished 
and their compensation has declined.” 

Rob Hecker, abroker with Morin Associates 
in Groton, said his agency has sold approxi- 
mately 1,000 exchange plans since 2013. 

But some of his clients’ income and enroll- 
ment information in the exchange’s computer 
system would mysteriously change, some- 
times in the wee hours of the morning, while 
other clients were unenrolled from plans or 
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Improving Broker-Exchange 
Relations 


The Urban Institute recently published a 
study identifying six changes that would 
help brokers nationwide enroll more 
people in state insurance exchanges. 
They include the adoption of: 


e Easy-to-use directories 
e Improved, hands-on broker training 
e Improved IT systems 


e Compensation for enrolling low- 
income individuals and families 
in Medicaid 


e Marketplace customer support 
tailored for the broker community 


e Ongoing monitoring of broker- 
assisted enrollment to identify 
problems or barriers more quickly 


placed in a different one, he said. 

“We're happy with the added business, 
but there are definitely things that could 
change that would make the process much 
easier to navigate,” Hecker said. 

Joe Massa, a Newington agent, said Access 
Health plans represent nearly one-third of his 
business. He encountered some technical frus- 
trations early on, but he said the exchange has 
made improvements that have helped. 

“The website in Connecticut is very 
good,” he said. “I really like it a lot.” 

Still, Massa, who has been selling Access 
Health plans since the exchange launched, 
said he has yet to turn a profit on them. Many 
of his exchange enrollments, he said, have 
been existing clients whose prior insurance 
plans were discontinued due to new require- 
ments under the Affordable Care Act. 


Broker culture changing 

Chris Mele, Access Health’s broker mar- 
keting and sales manager, said he under- 
stands brokers’ concerns. He formerly 
worked as an insurance agent for Anthem 
Blue Cross and Blue Shield. 

He said brokers are the single most 
important sales channel for Access Health, 
and part of his job is to be a liaison between 
brokers and the exchange. 

Mele said many brokers are used to 
dealing directly with insurers, which can 
handle technical problems in house. But the 
exchange process can be more complex since 
Access Health acts as a middleman between 
insurance agents and health plans. 

“Brokers are on the spot and they want 
something today and they’re meeting with 
someone today, and I understand that com- 
pletely,” Mele said. 

To alleviate brokers’ concerns, Access 
Health has created ateam of 10 to 20 specialists 
who work to fix systemic computer problems 
that arise for insurance agents and their cus- 
tomers, Mele said. And Access has been updat- 
ing brokers several times a month with emails 
letting them know what fixes are in the works 
and how to proceed in the meantime, he said. 

Josephine Sempere, the exchange’s train- 
ing and education manager, said despite 
some brokers’ complaints, interest in selling 
exchange plans is growing. Almost 700 brokers 


have now taken the required training course 
to sell exchange plans, she said, up from 600 
a year ago. 

“In the beginning it was abrand new system 
to everybody,” she said. “Now we have a hand- 
ful [of brokers] that have sold 700-plus plans.” 


Calculating commissions 

Gripes about Access Health aside, the 
industry's shift away from employer-spon- 
sored health plans means brokers are signing 
up more people for individual coverage, which 
takes longer and pays smaller commissions. 

The good news is that brokers are making 
money from the exchange. Whether that book 
of business is profitable, however, remains to 
be seen. 

Brokers who sell an individual non-Med- 
icaid health plan through Access Health earn 
$16 per enrollee per month in commission. 
Those who sell plans from the small business 
exchange, called SHOP, earn $40 per employ- 
ee enrolled (not including dependents). 

Approximately 90,000 residents are 
now enrolled in non-Medicaid individual 
exchange plans, Mele said. He estimated 
that 35 percent of those enrollees were 
assisted by brokers, meaning insurers in 
the exchange are currently paying about 
$500,000 a month in commissions. That 
number has grown over time with new 
enrollments. 

The SHOP exchange had approximately 
1,200 people enrolled in 174 groups as of Jan- 
uary. It paid out about $110,000 in commis- 
sions in 2014, according to John Carbone, 
SHOP’s sales manager. 


Push for more business 

To create more business opportunities 
state Rep. John F. Scott, a freshman Repub- 
lican lawmaker from eastern Connecticut 
who owns the Bailey Agencies in Groton, is 
proposing legislation that would require a 
broker to be involved in the sale of all insur- 
ance plans sold through the exchange. 

“I feel the state of Connecticut should not 
be in the business of competing with small 
businesses,” said Scott, who has sold upwards 
of 60 exchange plans. “I think it would be good 
for small business owners who own insur- 
ance agencies throughout the state.” 

Scott said the change would be particu- 
larly useful as federal funds dwindle for 
Access Health and other state exchanges. 
So far, the federal government has funded 
most of the exchange’s operations, but those 
dollars will eventually fade, forcing Access 
Health CT to become self-sufficient. 

Already, the exchange has cut back on its 
enrollment marketing and operations push 
because of less funding. Who better to pick 
up that slack than brokers, Scott said. 

“Thave asmall business that’s capable of 
selling these products in my district I rep- 
resent,” Scott said. “I think all of us would 
be more than willing to sell these products.” 

Massa, the Newington broker, likes the 
idea of having more sales, but he worries 
there might not be enough health insurance 
brokers in the state to meet the demand that 
such a bill would create. 

“IT don't know if it’s practical,” Massa 
said. “You look at all the people enrolling... 
the process takes a while. This isn’t a five- 
minute sit down.” i 





Nonprofits lobby 
for 8.52% state 
funding boost 


While many organizations and _ interest 
groups will be lobbying the state legislature not 
to cut their funding this session, the nonprofit 
community will be asking for a pay raise. 

The Nonprofit Human Services Alliance is 
asking Gov. Dannel P. Malloy and legislators 
to include in their two-year budget an 8.52 per- 
cent cost of living increase to all purchase- 
of-service contracts and Medicaid fee-for- 
service accounts. 

The pay hike, the 
nonprofit | associa- 
tion says, is consis- 
tent with the average 
annual growth rate of 
the Consumer Price 
Index over the last 
five years, and would 
make up for a lack of 
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fundingincreasesthe — Jeff Shaw, director of 
nonprofit community public policy, Connecticut 
has dealt with since — Association of Nonprofits 
the Great Recession, enone 


The ask, however, comes as the state faces 
billion-dollar deficits for the next two fiscal 
years, which means nonprofits have an uphill 
battle to secure more funding. 

One option, according to Jeff Shaw, director 
of public policy for the Connecticut Association 
of Nonprofits, isto use aphase-in approach that 
would link state funding increases for purchase- 
of-service contracts to the annual percentage 
increase in personal income or inflation. 

“The rationale for still making the case 
for the 8.52 percent rather than just hop- 
ing to be held harmless this biennium is to 
secure a commitment now, while continuing 
to foster understanding from policymakers 
that investing in the entire nonprofit system 
iS a way toward economic growth and better 
quality of life for all,” Shaw said. 

According to a recent report published by 
NHSA, the state allocated $1.38 billion, or 7 per- 
cent of the overall state budget, for nonprofit 
human services providers in 2014. 

That included 1,585 contracts through 10 
state agencies for health and human services 
delivered to 500,000 residents, or 15 percent of 
the state population. 

Meantime, in five out of the last six years, 
nonprofit providers haven't seen a funding 
increase, and they’ve also faced budget rescis- 
sions, the report said. 

One of the impacts of chronic underfund- 
ing is that nonprofits are being forced to com- 
pete against each other for scarce resources, 
the report said. — Greg Bordonaro 


BY THE NUMBERS 


Human Services Nonprofits 


$1.4B 


The total value of purchase-of- 
service contracts handed out by the 
state in 2014 to human services 
nonprofits, representing 7.3 percent 
of the overall state budget. 


000,000 


The number of Connecticut residents 
served by health and human services 
nonprofits in 2014, which represents 
15 percent of the state’s population. 
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Tax reform could pit cities vs. suburbs 


CT Tax Breakdown 


Based on the most recent data (2011), this is how the state 
Department of Revenue Services breaks down Connecticut’s 


total tax revenue. 


BE) 4 


Property 





Sales & Use 





Gross Earnings 





SOURCE: DEPARTMENT OF REVENUE SERVICES 


a statewide mill rate for motor vehicle taxes, 
as well as retooling the state’s payment in lieu 
of taxes (PILOT) program, which reimburses 
municipalities for tax-exempt properties. 
Meanwhile, House Speaker Brendan Shar- 
key (D-Hamden) has a slate of proposals 
designed to cut local government costs and 
encourage cooperation among cities and towns. 
“The bottom line is that we are coming 
into a new era where the funds to operate 
state and local government are going to be 
much more limited, and [regionalization] is 
going to be the new normal,” Sharkey said. 
“The state isn’t going to be in the business 
of subsidizing all these local inefficiencies.” 
It’s unclear what ideas have a realistic shot 
of becoming policy, but the array of propos- 
als underscore the importance legislators 
have placed on tax and municipal government 
reform. The stakes are high for the business 
community, which often identifies the property 
tax as its most burdensome levy in Connecticut. 
“Tt is clear that the legislature as a whole 
feels there is a problem with Connecticut’s 
property tax system,” said Bonnie Stewart, a 
lobbyist for the Connecticut Business & Indus- 
try Association. “A lot of legislators are looking 
at issues of fairness. You will have lots of busi- 
nesses happy about [the proposed changes], 
and lots of businesses upset about it.” 


No shortage of proposals 

Senate Bill 1 is not fully fleshed out, but 
Stewart said she has a fairly good idea what 
it might call for based on previous years’ pro- 
posals and work done by Sharkey and Sen- 
ate Majority Leader Martin Looney (D-New 
Haven) who co-sponsored the proposal. 

The first provision would create a regional 
property tax system for new developments. 
The regional breakdown could be by county 
or defined urban area, but the general idea is 
to share new property tax revenues across 
communities, Stewart said. 

A second provision, which calls for improv- 
ing the state’s PILOT program, could include 
creating a tiered system that increases fund- 
ing to municipalities with the most tax-exempt 
property, a move that would help Hartford and 
other big cities that house many hospitals, uni- 
versities, and nonprofits. 

The third SBI provision calls for astandard 
statewide mill rate for motor vehicles, an idea 
that has been pitched in the past to create a 
more equitable tax rate across the state. Right 
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Total Collected 


$9,462,527,843 


CT Mill Rates 


Hartford 
Waterbury 
East Hartford 
Bridgeport 
New Haven 
West Hartford 
Simsbury 
Glastonbury 
Newington 
Bristol 
Middletown 
Windsor 
Rocky Hill 
Weston 
North Haven 
Stamford 
Farmington 
Fairfield 
Greenwich 


Percentage 


44.9 


74.3 
58.2 
45.4 
42.2 
41.6 
37.4 
37.1 
35.7 
34.8 
34.6 
32.7 
30.5 
29.7 
28.2 


28.1 
24.8 
24.4 
24.4 
11.0 
10 20 = - 
Mill Rate 


In general, CT cities have higher mill rates than the suburbs that surround them. 









now, mill rates vary 
by municipality, forc- 
ing businesses and 
residents in towns or 
cities with higher mill 
rates to pay more for 
their vehicle fleets 
and automobiles. 

Senate Major- 
ity Leader Bob Duff 
(D-Norwalk), who 
introduced SB1 with 
Looney, said the bill 
aims to encourage 
more regional coop- 
eration among cities 
and towns to lower 
the state’s overall 
property tax burden 
while also encourag- 
ing economic growth. 

“It is about how 
we can foster coop- 
eration,” Duff said. 
“Tt really behooves us 
to look at ourselves 
differently in 2015 
than perhaps we did 
in 1967.” 

The proposals 
in SB1 are designed 
to coincide’ with 
similar legislation 
to be pitched in the 
House, said Sharkey, 


+} ) 


Bonnie Stewart, lobbyist, 
Connecticut Business & 
Industry Association 





Bob Duff (D-Norwalk) 





Sharkey also is calling for different local 
property tax bills for boards of education and 
town budgets that separate the costly expense 
of running aschool system from that of running 
atown. He also wants to require common school 
calendars to enable schools to operate more 
regionally and partner on expenses like busing; 
and provide incentives for local governments to 
partner on services they provide. 

Although legislators are pushing their own 
property tax reform agendas, much of the debate 
will be shaped by Gov. Dannel P. Malloy when 
he delivers his budget address Feb. 18, Stewart 
said. If Malloy ends up cutting aid to munici- 
pal governments, undertaking significant tax 
reforms this year could be much more difficult. 


Cities vs. suburbs 

Fairness will be a major issue that law- 
makers and municipalities debate in their bids 
to reform the state’s property tax system and 
encourage regionalism. And it often comes 
down to a fight between cities and suburbs. 

Suburbs feel they do a better job spending 
money responsibly and don’t want to pay for 
perceived reckless spending in urban areas, 
said Stewart, the CBIA lobbyist. At the same 
time, many larger cities, like Hartford, have 
poorer populations and a higher percentage of 
tax-exempt property, putting them at a signifi- 
cant disadvantage in attracting businesses and 
residents because they have higher mill rates. 


who, in addition to 
Looney, has been a 
long-time advocate 
of regionalization. 





a> 
Senate Minority Leader Len 
Fasano (R-North Haven) 


Sharkey’s propos- 
als stem from recommendations made by his 
Municipal Opportunities & Regional Efficien- 
cies (MORE) Commission. They are less of an 
overhaul of the property tax system and more 
first steps that local governments can make 
toward regionalization. 

One proposal includes allowing munici- 
palities to keep property on their tax rolls if it 
is acquired by a nonprofit, including hospitals 
and schools. A physicians’ group, for example, 
shouldn’t stop paying taxes just because it is 
acquired by anonprofit hospital, Sharkey said. 

“These entities should be paying taxes,” 
Sharkey said. “These hospitals and major 
colleges are really nonprofits in name only.” 


Hartford, for example, has a mill rate of 
74.3, while the much wealthier suburb of West 
Hartford has a mill rate of 37.4. 

The divide that exists between cities and 
suburbs is palpable, said Senate Minority 
Leader Len Fasano (R-North Haven). 

“North Haven runs a very tight ship. North 
Haven got rid of its pension systems because the 
people said they couldn't afford it,” Fasano said. 
“Meanwhile cities like Hartford and New Haven 
have these expensive pension systems.” 

Even if the state established stronger 
county governments that could make munici- 
palities more fiscally responsible, taxes col- 
lected in the suburbs likely would be spent by 
cities, Fasano said. That would be a tough sell 
to many voters, he argues. 

“If [have to tell people in North Haven that 
the taxes they pay get kicked up to Hartford, 
they might start to argue taxation without 


representation,” Fasano said. 

This is shortsighted thinking, though, said 
Lyle Wray, executive director of the Capital 
Region Council of Governments. 

Rather than focus on the short-term issues 
of fairness and cities vs. suburbs, the legisla- 
ture really needs to address the long-term 
economic viability of the state, Wray said. 
At the top of the list should be reforming the 
property tax, which is the most burdensome 
levy to businesses and residents. 


Rebalancing the system 

Property taxes account for 45 percent of 
all taxes collected in Connecticut. By com- 
parison income and sales taxes generate 
only 28 percent and 16 percent of all state and 
local tax revenues, respectively, according to 
the Department of Revenue Services. 

The percentages of those three taxes 
should be close to equal, around 33 percent, 
with estate and corporation taxes playing a 
small role, Wray said. 

“The whole issue is rebalancing. You can’t 
have a healthy economy with such a heavy 
reliance on property tax,” Wray said. “Tt is not 
about urban vs. suburban because it kills busi- 
ness all over the place. Everybody needs it.” 

Sharkey said under a regional property tax 
collection system, local municipalities wouldn't 
compete for new development but they would 
benefit from pitching Connecticut as a whole. 

“Rather than being pitted against each 
other for that new big development, the towns 
agree to share the revenue from that develop- 
ment,’ Sharkey said. 

Regionalization can not only help rebal- 
ance the state’s tax burden, but it also can 
help keep local spending under control, Wray 
said. Currently, for example, Connecticut 
has 107 different 911 emergency call centers, 
when it could save significantly with only a 
handful for the entire state. 

Other property tax reform options, Wray said, 
include the state assuming larger responsibilities 
for local services. In Minnesota — where Wray 
worked for decades and whose regionalization 
model he is pushing in Connecticut — the state 
assumed 78 percent of all K-12 schooling costs. 

“Tt is all a Rubik’s Cube. There are a lot of 
moving parts,” Wray said. “Still, the time for 
serious property tax reform has come.” Hi 
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NONPROFIT PROFILE 
CT Conference of Independent Colleges 


21 Talcott Notch Road, Farmington | THECCIC.ORG 


To provide quality instruction and collaborative efforts that strengthen the independent 


sector of higher education in Connecticut. 


TOP EXECUTIVE 


Judith Greiman, President 


Serves its member institutions through 
government relations, public policy 
development, research analysis, 
communications and coordinated 
member services. 


FY 2013 SUMMARY 


2013 2012 
Total Employees 3 4 
Total Assets $608,877 $591,086 
Total Liabilities $17,894 $8,841 


Contributions & Grants $0 $0 
Program Service Revenue $487,144 $460,613 
Investment Income $15,360 $15,573 
Other $70,910 $171,923 
TOTAL $573,414 $648,109 


Grants $0 $0 
Member Benefits $0 $0 
Salaries/Employee Benefits $411,626 $447,781 
Fundraising Fees $0 $0 
Other $168,032 $173,776 
TOTAL $579,658 $621,557 
MARGIN $(6,244) $26,552 


TOP PAID EXECUTIVES (FY2013) 


Base Salary Total Compensation & Benefits 
Judith Greiman, President $223,587 $245,541 
Jennifer Widness, Vice President $98,000 $109,137 


G3LNgIH¥LNOD | OLOHd 






Pictured, from left, are: Dr. William Petit and Ray 
Gorman, CMHA president and CEO. 


The Petit Family Foundation recently 
awarded $15,000 to fund training for Com- 
munity Mental Health Affiliates clinicians 
to provide innovative mental health care for 
children affected by trauma. 

Implementing this new treatment strategy 
will impact hundreds of children for years 
to come, by breaking a cycle of trauma and 
violence. 

e@@e08 

The Community Chest of New Britain 
and Berlin, asupporting organization of the 
Community Foundation of Greater New 
Britain, recently awarded a total of $95,600 
in year-end 2014 grants to eight local non- 
profit organizations and programs, includ- 
ing: Catholic Charities Inc.; CCARC; Central 
Connecticut Senior Health Services; Coram 
Deo; Foodshare; Literacy Volunteers of Cen- 
tral Connecticut; Building Hope Together; 
and YWCA of New Britain. 
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The American Savings Foundation 
has awarded a $50,000 grant to Opera- 
tion Fuel to provide emergency energy 
assistance for residents of New Britain 
and Waterbury. 

During this past fiscal year, Opera- 
tion Fuel provided $217,078 in energy 
assistance to 494 Waterbury households 
and $62,514 in energy assistance to 146 
households in New Britain. 

The American Savings Foundation, 
which is based in New Britain, has sup- 
ported Operation Fuel for the past sev- 
eral years. 

e@e8 

The Connecticut Bar Association’s 
Young Lawyers Section presented contribu- 
tions of over $1,000 to both the Connecti- 
cut Food Bank and My Sisters’ Place, an 
organization committed to ending home- 
lessness for women, families, and others. 
The contributions are comprised of the net 
proceeds from the section’s annual holiday 
party as well as a generous donation from 
Faxon Law Group LLC in New Haven. 

e@@e0e8 

The Connecticut Health and Educa- 
tional Facilities Authority announced 
$1.25 million in grant awards to 18 Con- 
necticut nonprofit entities as part of this 
year’s client grant program. 

CHEFA provides financing options for 
colleges, universities, independent schools, 
hospitals, childcare facilities, cultural insti- 
tutions and other nonprofit entities through 
the issuance of tax-exempt bonds. 
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MUNICIPAL 


COLLABORATIM 
SUMMIT 


Pre-Register Today! 
Friday, March 20th, 2015 
8:00am - 1:00pm 
Hartford Hilton 









Don’t miss this chance 
to learn about the benefits of 
h can save 


nd leverage the purchases 
r town! 


collaboration whic 


money a 


and agreements for you 





Who Should Attend? 


¢ Town Managers « Town Finance « Superintendents 
«Mayors + Town Attorneys «Economic Development 
¢ Service Providers for towns and municipalities 

¢ And anyone interested in municipal collaboration 


The agenda & workshop topics are almost finalized! 
Don't wait to reserve your seat at this valuable event! 


Visit HartfordBusiness.com and click on 
‘Our Events’ to register today! 


Questions? Contact Amy Orsini at 860-236-9998 ext. 134 
or email aorsini@HartfordBusiness.com 
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In Person. 
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Cranmore, FitzGerald & Meaney is pleased to announce 
that Jennifer DiBella has become a Partner of the firm. 


Ms. DiBella’s practice focuses on financial institutions and banking and securities 

laws, regulatory matters, and corporate governance. Ms. DiBella represents financial 

institutions and companies of various sizes with respect to corporate and regulatory 

matters including merger and acquisition transactions, reorganizations, conversions, 
and stock offerings. In addition, 
Ms. DiBella advises companies 
and executives with respect to 
executive compensation and 
employment matters. 


Ms. DiBella also serves on 

the boards and committees 

of numerous non-profit, 
charitable and professional 
organizations such as Bushnell 
Park Foundation, of which she is 
President, the Greater Hartford 
Arts Council, TheaterWorks, 
The Bushnell, the Connecticut 
Science Center, the Hospital 
for Special Care Foundation, 
the Hartford Public Library, 
the Saint Francis Hospital 
Foundation and the Hartford 
County Bar Foundation. 


Cranmore, FitzGerald & Meaney was established in 1986 in Hartford, Connecticut and 
provides legal advice and representation to individuals, corporations, and other entities, 


Cranmore, 
Fitzgerald & 
Meaney 


including banks and private and public institutions. The firm’s primary practice areas consist 
of Corporate, Regulatory and Financial Institutions, Real Estate and Business, and Litigation. 


cfmlawfirm.com | 860.522.9100 | Hartford, CT 


@IgBusinessiEXpo 


JUNE 4TH 


Interested in speaking at the 2015 CT Business Expo? 
We invite you to have the opportunity to be chosen to present at this year’s CT 
Business Expo by filling out a simple online speaker request form. 


Visit www.CTBEXPO.com 


for link to speaker form, 


or contact Amy Orsini at 860-236-9998 ext. 134 
or email aorsini@HartfordBusiness.com 
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DBA names senior VP 


Digital Benefit Advisor’s Hartford office has 
promoted Bill Carew to senior vice president of 
growth strategy. 

Carew will continue to lead DBA’s Hartford office 
in addition to his new role spearheading the national 
employee benefit firms’ sales growth efforts. 

Prior to joining DBA in 2013, Carew was president 
and CEO of Ovation Benefits, an independent ben- 
efits firm headquartered in Farmington. 


Vernon accounting firm has new partner 


Vernon accounting firm Pue, Chick, Leibowitz & 
Blezard LLC has named Lisa M. Wills a partner. 

Wills’ expertise is in auditing services for edu- 
cational institutions, governmental entities and not- 
for-profit organizations and employee benefit plans. 

Wills is a member of the Connecticut Society of 
Certified Public Accountants and the Massachusetts 
Society of Certified Public Accountants. 


Robinson+Cole elects 
new partners, counsel 


Robinson+Cole announced the election of three 
new partners and the promotion of eight associates 
to counsel including six in Connecticut. The new 
partners are John P. Casey (New London), Amanda 
S. Eckhoff, and Andrea Donovan Napp (Hartford). 
The new lawyers are Megan E. Baroni (Stamford), 
Steven J. Boyajian, Brian M. Flaherty, Michael W. 
Kaufman (Stamford), Robert G. Rahilly (Stamford), 
Rickie M. Sonpal, George W. Watson III, and Brian 
J. Wheelin (Stamford). 


Bristol Housing Authority promotes CEO 


The Bristol Housing Authority has promoted 
Mitzy Rowe to chief executive officer. 

Rowe, who was promoted to CEO in July, began 
her career with the Bristol Housing Authority in 2000 
as a tenant relations officer and was promoted sev- 
eral times before becoming CEO. 

Most recently, Rowe served as executive director 
of the housing authority. 


Connecticut Children’s 
Medical Center adds two 


Hartford’s Connecticut Children’s Medical Cen- 
ter has added two new physicians to its divisions of 
nephrology and pain and palliative medicine. 

Dr. Samriti Dogra has joined the Division of Ne- 
phrology. Dogra completed her pediatric residency 
and a fellowship in pediatric nephrology at Albert 
Einstein College of Medicine — Children’s Hospital at 
Montefiore in New York. 

Dr. Kalyani Raghavan has joined the Division of Pain 
& Palliative Medicine. Raghavan completed a pediatric 
residency and served as medical director of sedation 
service for the Division of Pediatric Emergency Medi- 
cine at the Children’s Hospital of Michigan in Detroit. 


Numotions names new COO 


Rocky Hill mobility services company Numotions 
has hired Warren (Bud) DeGraff as its chief operat- 
ing officer. 

DeGraff joins Numotion after an 18-year career 
at Stamford-based General Electric (GE), where he 
held executive leadership roles including most re- 
cently as general manager of diagnostics and clini- 
cal services (GE Healthcare). 


Trinity College names new chief of staff 


Jason Rojas, director of community relations 
at Hartford’s Trinity College since 2007, has as- 
sumed the additional role of chief of staff to Joanne 
Berger-Sweeney, Trinity’s president. 

Rojas will continue to oversee community rela- 
tions activities for the college in addition to provid- 
ing managerial support to Berger-Sweeney. 


West Hartford residential 
community adds two 


The Mercy Community, a continuing care retire- 
ment community in West Hartford, has hired Beth 
Andresen as director of hospitality/admissions and 
Patricia Cyphers as the director of The Frances 
Warde Towers Apartments at St. Mary Home, part 
of The Mercy Community. 

Andresen previously served as director of admis- 
sions at Riverside Health Care in East Hartford and 
Manchester Manor in Manchester. 

Prior to her appointment at The Mercy Com- 
munity, Cyphers served as resident service coor- 
dinator at the Elderly Housing Development and 
Operations Corporation in Bristol and director of 
residential services for Curtis Home’s Residential 
Care Home in Meriden. 


Cronin adds three to Glastonbury office 


Advertising agency Cronin and Company has 
hired three new employees. 

Sonny Gamboa, Janet Malloy and Kristen 
Ganci have joined the agency’s Glastonbury office. 

Gamboa joined the agency’s creative team as a 
senior interactive designer. 

Malloy of West Hartford joined the agency’s ac- 
count service team as a senior account supervisor. 

Ganci joined the agency’s creative team as a ju- 
nior interactive art director. 


Reid and Riege names new stockholder 


Harford law firm Reid and Riege P.C. has named 
Christine M. Miller a stockholder of the firm. 

Miller is a member of the firm’s business law 
practice area where she provides general counsel 
and transactional representation with a focus on 
mergers, acquisitions and sales of businesses. 

Miller is a member of the board of directors of the 
Children’s Law Center of Connecticut and the chair 
of its governance committee. 
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TOWN PROFILE 





WINDSOR 
Town Hall: 275 


ECONOMICS 


Broad Street 


Windsor, CT 06095 
(860) 285-1902 





Land area (sq. miles) 30 Business profile (2013) 
Pop./sq. mile (2011) 981 Sector Units Employment 
Median age (2011) 42 Construction 47 185 
Households (2011) 10,698 Manufacturing 47 3,858 
Median HH Inc. (2011) $77,377 Retail Trade 67 1,000 
Finance and Insurance 78 5,146 
Population (2012) Prof, Scientific & Technical Svcs 128 2,693 
2000 28,237 Admin, Waste Mgmt, Remediation 60 1,758 
2010 28,947 Total Government 35 1,481 
2012 29,067 
2020 29,701 LABOR FORCE 
Commuters (2011) 

Race/Ethnicity (2012) Commuters into town from: 
White 15,590 Windsor 2,115 |West Hartford 783 
Black 10,231 Enfield 1,617 |Windsor Locks 762 
Asian Pacific 1,299 Educational attainment (2012) Hartford 1,433 |South Windsor 616 
Native American 13 Persons age 25 or older Town % State % Manchester 991 |Suffield 553 
Other/Multi-race 1,934 High school graduate 5,355 27% 28% East Hartford 785 
Hispanic 2,491 Associate's Degree 2,051 10% 7% 

Bachelor's or more 7,072 35% 36% Labor Force (Residence) 16,127 
HOUSING Employed 14,900 
Housing stock (2012) GOVERNMENT Unemployed 1,227 
Existing units (total) 11,477 Government form Council-Manager Unemployment Rate 7.6% 
% single unit 84.6% Total revenue (2012) $104,442,171 
New permits auth. (2012) 17 Per capita tax (2012) $2,746 Place of Work (2013) 
as % existing units 0.15% as % of state average 106.3% # of units 921 
Demolitions (2012) 3 Total expenditures (201 2) $97,913,820 Total Employment 24,191 
Residential sales (2011) 159 Total indebtedness (2012) $38,470,000 Manufacturing Employment 3,858 
Median price $199,500 as % of expenditures 39.3% 

per capita $1,323 TOP 5 GRAND LIST 
Top 5 Employers as % of state average 58.7% Company Amount % of Net 
Alstom Power Inc Annual debt service (2012) $5,925,093 Griffin Land & Affiliates $74.5M 2.6% 
Stanadyne Corp as % of expenditures 6.1% Cigna $67.9M 2.4% 
Envirotest Systems Holdings Equalized net grand list (2010) $4,003,835,033 ING $61.5M 2.2% 
Konica Minolta per capita $137,745 IBM $53.9M 1.9% 
Super Stop & Shop as % of state average 95% Hartford Financial Group $51.8M 1.8% 


Source: Connecticut Economic Resource Center, www.cerc.com 
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The educational seminar you can’t afford to miss! 















WHERE: The Society Room 
31 Pratt Street, Hartford 
Single Ticket Rate: $45.00 


_ Discussion Leader: TJ Andre 
| Market Strategist 


and Business Catalyst 
Nanumett Group 


Please join the Hartford Business Journal at 
The Society Room on Wednesday, February 25, 
2015 for a lively interactive discussion designed 
to educate around the issues, challenges and 
threats of cyber security to your business. 
Breakfast will be served. 


Panelists: 


Bar ry Abramowltz, Chief Information Officer, Liberty Bank and 
Chair of the CT Bankers Association’s technology committee 


Richard Colangelo, Senior Assistant State’s Attorney, 
State’s Attorney’s Office 
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Register today! Please go to: 
www.HartfordBusiness.com and click on ‘Our Events’ 
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Luke Bronin Joel Cruz 


Mayor Pedro Segarra John Q. Gale 


Hartford’s mayoral 
competition good for city 


ompetition in sports and business raises the level of play of those vying for vic- 

tory or customers. The same can be said for politics. As more candidates throw 

their hat in the ring for political office, it helps broaden the marketplace of ideas 
and gives voters more choice. Those are all positives. 

That’s why it’s refreshing to see competition heating up in this year’s Hartford may- 
oral race. Already, four candidates have entered the race, and we still have 10 months 
before voters head to the polls. Others may jump in before all is said and done. 

The declared candidates, who are all Democrats, include incumbent Mayor Pedro 
Segarra, Hartford lawyers Luke Bronin and John Q. Gale, and City Councilman Joel 
Cruz (Cruz is officially a member of the Working Families Party). 

Some may argue that the number of Democrats entering the race shows weakness 
of the incumbent mayor. That may or may not be true (we aren't choosing sides yet), but 
it also demonstrates that Hartford’s future shows promise. 

Few people would jump on a sinking ship, let alone agree to take the captain's seat. If 
the city’s future showed little signs of life, it would be much harder to convince quality 
and qualified candidates to run for mayor. 

The fact that this year’s race is generating interest among a diverse swath of candidates 
(even though they are all from the same party) is a good sign. No doubt, the prospects of 
a renaissance in downtown Hartford makes the city and the mayor’s job more attractive. 

It would be nice to get a Republican or two to join the race as well. 

Even with brightening prospects, however, the city still faces major challenges that 
all candidates must address. Two that are top of mind to businesses are the budget and 
property taxes, which are inextricably linked. 

City finances remain a big problem, and Hartford is likely to face another significant 
budget deficit in the year ahead. Making further cuts to an already austere budget will 
only get the city so far. What Hartford needs is a grand plan to grow its tax base, not 
just downtown but in the surrounding neighborhoods as well. 

To do that, the city must tackle its cumbersome commercial property tax burden. 
Hartford is the only Connecticut municipality that assesses commercial property own- 
ers a higher tax rate than residential owners. And with a mill rate over 70 there is little 
incentive to invest in Hartford without some sort of government subsidy or tax break. 

City leaders past and present have attempted to address the issue but it’s proved to be 
too politically risky. There is no easy solution to make Hartford more affordable for busi- 
nesses and residents, but this year’s mayoral candidates must offer a blueprint to rectify 
the problem. Any plan should include a joint partnership with Hartford’s state legislative 
delegation, which must ultimately get reforms approved by the General Assembly. 

Education and crime also will be issues closely watched by the business community. 
We hope all the candidates bring their best policy ideas to the campaign trail (Some- 
thing lacking in last year’s gubernatorial election). While we may not agree with all of 
them, the more discussions we have about how to improve Hartford’s future prospects, 
the better shot we have in finding the right solutions. i 





Last week’s poll results: 
How did your company respond 
to the Blizzard of 2015? 


55% One-day shutdown 


35% Employees worked 
from home 


Is a statewide mill rate for motor 
vehicle taxes smart policy? 


To vote, go online to HartfordBusiness.com. 


10% Open; business as usual 
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OTHER VOICES 


Calling all Hartford 
visionaries 


By Bonnie J. Malley 

s the new chair of the MetroHartford Alli- 
A ance, I’ve been asked to gaze into my crys- 

tal ball and reveal what the future holds 
for our Capital City and region. I don’t claim to 
have the power of prognostication, but I can 
make a reasonable prediction based on current 
progress, challenges and opportunities. 

And, I can say with certainty that together 
we can shape the future by our actions and 
choices today. 

Momentum con- 
tinues to build in 
downtown Hartford. 
Front Street is hop- 
ping with restaurants 
and_ entertainment. 
New apartments and 
condos will soon 
result in more people 
living downtown and 
UConn and _ Trinity 
students will contrib- 
ute to the vibrancy of the city. 

Public and private infrastructure invest- 
ments spurred by the iQuilt plan are contributing 
to the greening of the city and providing pedes- 
trian-friendly links to our many cultural assets. 

In the coming years, Hartford will continue 
to grow as a dynamic urban center, with more 
people of all ages and stages of life working, 
living and playing in the city. Additional busi- 
nesses and services will emerge to meet the 
needs of new residents, workers and visitors. 
City neighborhoods and surrounding suburbs 
will benefit from this growth and development. 

We are in the process of realizing this exciting 
vision. It’s important to remind ourselves that the 
development coming to fruition now is, in many 





cases, the result of years — even decades — of 
planning and hard work by anumber of parties, 
including public and private sector partnerships. 

Newer downtown employees may not 
realize their lunchtime walks from Phoenix’s 
Boat Building to East Hartford and back are 
made possible by an audacious idea 30 years 
ago to lower I-91 and recapture the riverfront. 
Or, that the Science Center sits on a former 
Phoenix surface parking lot, the result of 
business and civic leaders envisioning a new 
entertainment district that now also includes 
the Hartford Marriott, Connecticut Conven- 
tion Center and Front Street. 

Good things happen in our city and region 
when people share ideas, big and small, and 
work collaboratively to make them a reality 
— even if that takes years or decades. 

We know there will always be obstacles to 
change and challenges to work through. The 
necessary resources may not be in place or 
the right solution not quite apparent. And, no 
single group or sector can do it alone. Work- 
ing together, the Hartford region’s businesses, 
government and civic institutions can leverage 
our collective resources for our future benefit. 

This year, the MetroHartford Alliance 
will engage in a strategic planning process 
to chart its priorities for the next four years. 
Please join the conversation on how we 
can continue to strengthen the city as the 
dynamic urban core of the region. Share your 
thoughts about what we can do to market the 
region and attract people, jobs and capital. 
Let’s see what ideas of today take hold and 
lead to the Hartford of tomorrow. id 
Bonnie J. Malley is executive vice president 
and chief financial officer of The Phoenix Cos. 
Inc. and chair of the MetroHartford Alliance. 


Hope for group homes 


By Chris Powell 
dvocates for the mentally and otherwise 
A disabled are encouraged by Governor 
Malloy’s appointment of Morna Murray of 
Glastonbury as Connecticut’s next commission- 
er of the Department of Developmental Services. 

That’s because 
Murray has been pres- 
ident and chief execu- 
tive of the Connecticut 
Community Provid- 
ers Association, the 
group representing 
the nonprofit agencies 
that, largely financed 
by government, assist 
the disabled far less 
expensively than gov- 
ernment does directly, 
unions having taken control of government’s 
operations so much that service to the public has 
become largely incidental. In general the employ- 
ees of the nonprofits are as underpaid as state 
government’s employees are overpaid. 

While the annual budget of the Depart- 
ment of Developmental Services is huge, 
more than $1 billion, about 5 percent of state 
government's budget, and the department 
serves about 19,000 disabled adults and 





children, it long has neglected as many as 
3,000 disabled adults who should be placed 
in group homes but instead remain the bur- 
den of their aging and even elderly parents. 

This has been entirely a matter of state gov- 
ernment’s failure to appropriate the estimated 
$100 million more per year that would be needed 
to eliminate the waiting list for housing, even 
as state government usually manages to find 
more than that every year in increased appro- 
priations for politically influential special inter- 
ests, raises for state and municipal government 
employees, and other undertakings that are 
trivial compared with society’s obligation to 
care for the disabled, whose families are start- 
ing to complain loudly about their neglect. 

With the appointment of someone so con- 
nected with the nonprofit service groups the 
governor may be implicitly recognizing that 
neglect. But can Murray redirect enough 
money from within the Department of Devel- 
opmental Services to eliminate the waiting 
list for housing, or persuade the governor to 
find the money elsewhere? 

If not, her appointment won't mean much 
more than her chance to qualify for an extrav- 
agant state government pension. i 
Chris Powell is managing editor of the Journal 
Inquirer in Manchester. 
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EXPERTS CORNER 


Strategic planning: opportunities for 
leadership and organizational success 


By David Buckman 
rganizations of all sizes and types, from 
Fortune 500 companies to grass-roots 
non-governmental organizations, peri- 
odically turn to strategic planning to reconnect 
with their core val- 
ues, articulate their 
mission and chart 
goals and objectives 
to help them achieve 
their long-term vision. 
Strategic planning has 
been defined as a sys- 
tematic process of 
envisioning a desired 
future and translating 
this vision into clearly 
defined goals or objec- 
tives and a sequence of steps to achieve them. 
An effective strategic planning process 
can be atransformative moment in the life of 
acompany. Itis also challenging and complex, 
and many companies struggle to do it effec- 
tively. If not conducted carefully and intelli- 
gently, the results may send the organization 
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down the wrong path, wasting resources and 
imperiling its future. 

However, when successful, an effective 
strategic plan can be a positive force that 
drives results for years to come. 

Strategic planning also presents an impor- 
tant opportunity for the executives involved 
in the process. AS companies convene high- 
performing teams to wrestle with their most 
fundamental issues, participants who can 
demonstrate collaboration, analytical ability 
and acapacity for innovative, strategic vision 
will establish their reputation as thought 
leaders, indispensable to the senior team. 

While there is no one-size-fits-all process 
for strategic planning, there are proven meth- 
ods that optimize the process. 

Before a strategic plan can be crafted, 
it is imperative that there be a comprehen- 
sive SWOT analysis of the current state 
of affairs, which includes an examination 
of the company’s strengths, weaknesses, 
opportunities and threats. 

This analysis must measure the organiza- 
tion’s qualities. What are the predominant 
traits of the company’s culture? What are the 


personality types of its leaders? What is its 
external leadership brand? 

Successful strategic planning requires a 
deliberative, disciplined process. Fundamen- 
tally, strategic planning identifies the compa- 
ny’s mission, vision and core values and uses 
them as the foundation for specific, measur- 
able and achievable strategic action plans. 

The critical, initial step of asuccessful pro- 
cess is development of a mission statement 
that articulates the organization's core reason 
for being, and avision statement guiding where 
the company will be in the future. The former 
must be timeless and true, regardless of chang- 
es in company tactics or structure. The latter 
should be aspirational as well as inspirational. 
A clearly honed strategic vision frequently 
depends on clearly identifying and reinforcing 
core values and operating principles. 

Why do so many strategic plans fail? 
Because they lack commitment, persistence 
and follow through, long after the planning is 
finished. While all strategic plans tend to roll 
out with a great deal of fanfare, to sustain a 
strategic plan you must have a specific road- 
map to take it beyond banners and desk toys 


until it is engrained in the company culture. 

Tasks and responsibilities need to be 
assigned and the multi-disciplinary leadership 
team that helped develop the strategy must 
remain involved. Real steps, altered behavior 
and hard work must be applied and sustained 
to allow astrategic plan to come to life. 

Measurement is equally crucial. Without 
accountability, the strategic planning pro- 
cess is an empty exercise. The strategic plan 
must include quantifiable success indicators 
with measurable impact on the overall com- 
pany performance. 

Defining acompany’s strategic plan requires 
more than developing lists, goals and desired 
results. It is about creating a culture that sup- 
ports what the company believes in and what 
its people stand for. At the end of the day, a 
strategic plan, if executed well, will result in 
the creation of an organizational framework 
to ensure future success and growth. i] 
David I. Buckman is executive vice presi- 
dent and general counsel at Philadelphia- 
based AlliedBarton Security Services, which 
has offices in Connecticut. 


Building customer loyalty requires 
more than quality products, services 


ing Customer Loyalty that 
Keeps Your Business Thriv- 
ing” by Noah Fleming (AMACOM, $26). 

Fleming lays the foundation for custom- 
er-centric principles with “3 Cs” — charac- 
ter, community and content. All of the 3Cs 
involve two other Cs, connection and con- 
sistency, which entrench customer loyalty. 

Character embodies the personality of 
the brand. It presents the traits that shape the 
perception of products/services. That per- 
ception starts with your company’s stories. 
These deal with the who and why of the firm. 
They explain the what and how behind the 
company’s vision, commitment and purpose 
that makes it unique. To craft your stories, 
Fleming provides a series of questions; your 
answers write your story. The stories 
aren't just for the customer. They’re for your 
employees; the company’s stories remind 
them that how they do their jobs reinforces 
the customer's perception of your brand. 

Community provides a sense of belonging 
to customers. It shows the company’s inter- 
ests in their interests, viewpoints and values. 
Community deals with interaction and show- 
cases how well the firm listens. Showing that 
you learn from the customer’s voice improves 
connection. Your responses freshen your sto- 
ries; you can be sure that the customers will 
spread the word. 

Fleming’s research discovered that “as con- 
nection to the brand and community increas- 
es, customer support and service requests 
may actually decrease.” Why? Customer input 
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helps you nip potential prob- 
lems in the bud. 

He offers a word of cau- 
tion about creating com- 
munity: Don’t think just in 
terms of obtaining feedback, 
provide information and 
things that bring community 
members together. Example: 
Ferrari Chat provides an 
online communications forum 
for Ferrari owners. It’s the 
go-to place to post event infor- 
mation, and tech and restora- 
tion questions. This community 
also includes service providers that connect 
their expertise. 

“Content is the core ‘thing’ that the cus- 
tomer receives in exchange for money.” 
Most companies believe that content is the 
only thing that keeps customers coming 
back. Far from it. An engaged-customer 
experience requires the support of char- 
acter and community. Without ongoing 
customer involvement, a business becomes 
transaction-based. Only relationships cre- 
ate loyalty. 


CULTIVA 
THAT KEEP 










10 
+E THE ENDURING CUS 
‘ your BUSINESS 


> An engaged-customer experience requires the 
support of character and community. Without 
ongoing customer involvement, a business becomes 
transaction-based. Only relationships create loyalty. 


Chapter 7, “Getting Loy- 
alty Programs Right,” alone 
is worth the price of the book 
because of its counterintui- 
tive approach to loyalty pro- 
grams. Most of these focus 
on rewarding their best cus- 
tomers. Yet, when it comes 
to ROI, the best customers 
offer diminishing returns 
because they’re already 
using the product/service. 

While the best are impor- 

tant to maintaining com- 

munity, they’re only the tip of the 
iceberg when it comes to expanding com- 
munity — and profits. 

Not-so-loyal customers offer a higher 
ROI because their use of content can 
grow. Starbucks realizes this. Like all loy- 
alty programs, it tracks and categorizes 
members by spending, number of visits, 
products purchased, etc. Based upon the 
data, Starbucks creates specific market- 
ing programs for the not-so-loyal, and can 
tailor the programs by store. 

Its programs don’tjust target increasing 
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frequency of use. They ask customers about 
their perception of Starbucks and its com- 
munity. By including brand-interaction 
and customer-experience opportunities, it 
invites customers to the community. Once 
they join, sales and profits increase. 

Fleming discusses the loyalty ladder. It 
has multiple rungs so the customer wants 
to climb. The airlines got that part right. 
The part they got wrong was making it dif- 
ficult to use the perks. That said, it’s not all 
about the perks. There should be intrinsic 
rewards. Fleming cites a restaurant that 
offers a members-only menu along with its 
regular menu. The members are recognized 
and non-members see that signing up for 
the loyalty program has a benefit. 

You can also literally sell loyalty. Ama- 
zon Prime is an example. You don’t have 
to be Amazon: a craft brewery/restaurant 
near me has a $20 “Mug Club” and hosts Mug 
Club-only events every month. 

Key takeaway: It costs less to strengthen 
relationships than it does to develop them: i 
Jim Pawlak is a nationally syndicated 
book reviewer. 
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LUPA NAMES CT’S 50 MOST INFLUENTIAL LATINOS 


Leticia Colon de Mejias was honored 
by Latinos United for Professional 
Advancement (LUPA) as one of the 
organization’s 50 Most Influential 
Latinos. 


Colon de Mejias is the CEO of Windsor- 
based Energy Efficiencies Solutions, 
an energy conservation and efficiency 

contractor for residential and commer- 
cial buildings. 





Colon de Mejias was one of 50 honorees 
named by LUPA, which seeks to raise the profile of the Latino busi- 
ness community in Connecticut, while offering ways for Latino profes- 
sionals to interact, provide development and support to one another, 
and socialize in a professional environment. 


Other notable honorees include: Luis Rodriguez (New England AT&1), i y, Vif | 
Jose Lopez (People’s United Bank), Reyna Vallejo (Thomson Reuters), y) // If Y / 
Brenda Mulero (Telemundo Hartford/Springfield). : | 





x Me 
ie BRE OPHIRESTORSS > Glastonbury-based New England Center for Cognitive Behavioral Therapy recently collected more than a dozen gently-used coats and other 
cold weather items from patients, therapists, and families to help needy residents. NECBT clinician and Glastonbury resident David Goldwerd 
Robert E. Swain, Jr., of Hartford- (pictured above) and front desk manager Jennifer Richard delivered these items to Coats For Connecticut at Best Cleaners in Glastonbury to 
based Amenta Emma Architects, has give back to the community. 


been elected to the Connecticut 
Architecture Foundation’s board of 


directors, which is composed of archi- MLK JR. DAY SCHOLARSHIP BREAKFAST CELEBRATES 30TH YEAR 


tects and allied professionals. 


Founded in 1978, the mission of the CAF 
is to raise public awareness of, and 
expectations for, architecture and the 
“Swain, Jr. built environment. 
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WRIGHT-PIERCE RECEIVES NATIONAL RECOGNITION 


For the third consecu- 
tive year, Middletown 
engineering firm 
Wright-Pierce has 
received the presti- 
gious Circle of 
Excellence Platinum 
Award from PSMJ 
Resources, a manage- 
ment consulting firm 
for the architecture, 
engineering, and con- 
struction industries. 





Pictured, from left, are: David Burstein, 
PSMJ; William E. Brown, chairman, Wright- 
Pierce; and Frank Stasiowski, PSMJ. 


Wright-Pierce was one of only six firms in North America to receive 
this award for sustained business excellence. 





Circle of Excellence firms are considered well-managed, have a 
strong client base, and are led in a responsible and sustainable man- P The Hartford Chapter of Delta Sigma Theta Sorority and event sponsor United Technologies Corp. celebrated the 30th Annual Dr. Martin Luther 
ner, according to PSMu’s criteria. King, Jr. Scholarship Breakfast on Jan. 19 at the Connecticut Convention Center. More than 600 people gathered to help raise college 
scholarships for female high school students from Greater Hartford. Since 1984, the Delta Sigma Theta’s Hartford Chapter has awarded more than 
$200,000 in renewable scholarships to 130 women. Pictured, from left, are: Veronica DeLandro, Hartford Alumnae Chapter of Delta Sigma 
UCONN PHYSICIAN NAMED AAAS FELLOW Theta Sorority; Peyton Suggs, UConn; Dantaya Williams, United Technologies; Danielle Wellington, UConn; Chevannah Hardie, UConn; and 
Velma Walters, Hartford Alumnae Chapter of Delta Sigma Theta. 


Dr. Andrew Arnold, physician scientist and director of UConn 
Health’s Center for Molecular Medicine (CMM), has been elected as 
a fellow of the American Association for the Advancement of 
Science (AAAS). — Se 7% Be — ie  PEES yee 

Arnold holds the Murray-Heilig Endowed Chair in Molecular Medicine rt im “ ————-— FT “epee ae td A > Employees from Aetna and Hartford nonprofit 
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AETNA GRANTS KNOX $50,000 TO lain dsad GROWN N HQ 


at UConn and serves as chief of the Division of Endocrinology and eH hy 46 b ——— — iiilieanaag eas rica ee Z KNOX recently gathered for one final sendoff for 
Metabolism at UConn Health. | | Be ce ug SJ Cl eee Ge Se a ek y Charmaine Craig, KNOX’s community outreach 


director, who retired Dec. 31.A gingko tree was 
planted to honor Craig and Aetna announced a 
$50,000 grant for KNOX to establish its Hartford 
Grown Headquarters on Laurel Street. Over the 
next year, KNOX will develop at the site a beginner 
farming program turning its grounds and 
greenhouses into an educational spot for the city 
and the region’s future generations of organic 
farmers and environmental leaders. Above Aetna 
Foundation President Garth Graham presents a 
large check to KNOX Executive Director Ron Pitz. 


oF f 
The AAAS is the world’s largest general scientific society, and publish- / 
er of the journal of science. 


Please Note: All electronic submissions for Accolades should be 
sent to accolades@HartfordBusiness.com. For more information 
about the Hartford Business Journal’s Accolades Page, please visit 
www.HartfordBusiness.com. 
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Every 
well-buill 
business 


starts from a well-built 
igo] conatovarsvanyo) 


OUR CLIENT-BANKER RELATIONSHIP is what sets you up for success, 
and sets us apart from other banks. At Webster Bank, there aren't 
middlemen along the way, which means no surprises at the end. 


Just approachable, attentive bankers working on your behalf. 


Contact your Relationship Manager, 
Steve Corcoran at 860.692.1612 


(oh ae-Tereh aeloha-bak@hi\d-)of-1a-s a ot-hal atelebaal 


for more information, or go to Excellence 


WebsterBank.com. 
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LIVING UP TO YOU® 
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SAINT FRANCIS 


NAMED IN 





“TOP 9%” 





NATIONWIDE FOR CLINICAL EXCELLENCE. 


healthgrades 
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In addition to this award, Saint Francis also received 
special recognition in multiple clinical areas: 


Cardiac 
- One of Healthgrades® America’s 100 Best Hospitals for 
Coronary Intervention™, 2 years in a row (2014-2015) 


Recipient of the Healthgrades® Coronary Intervention 
Excellence Award™, 2 years in a row (2014-2015) 


Named among the top 10% in the Nation for Coronary 
Interventional Procedures, 2 years in a row (2014-2015) 


Five Star recipient for Coronary Intervention 
Procedures, 2 years in a row (2014-2015) 


Five Star recipient for Treatment of Heart Attack in 2015 
Five Star recipient for Coronary Bypass Surgery in 2015 


Neurosciences 
Recipient of the Healthgrades® Stroke Care Excellence Award™ in 2015 


Named among the top 10% in the Nation for Treatment of Stroke in 2015 
Five Star recipient for Treatment of Stroke in 2015 


Readers can learn more about this award and its methodology 
by visiting www.healthgrades.com/quality. 


Continuing our 118-year legacy of quality, compassionate caring, we 
are proud of these distinctions and thank the entire Saint Francis 
family for their inspiring, life-saving work, every hour of every day. 
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arly 4,500 hospitals evaluated 
nwide by Healthgrades®, 


the leading online resource for 


information about physicians and 


hospitals, Saint Francis was one of 


only 261 U.S. hospitals to receive the 


2015 Distinguished Hospital Award for 


Clinical Excellence™. 


Vascular 


Orth 


Hier 


Five Star recipient for Repair of Abdominal Aorta, 2 years in a row (2014-2015) 


Opedics 
One of Healthgrades® America’s 100 Best Hospitals for 
Joint Replacement™, 3 years in a row (2013-2015) 


One of Healthgrades® America’s 100 Best Hospitals for 
Orthopedic Surgery™, 2 years in a row (2014-2015) 


Recipient of the Healthgrades® Joint Replacement 
Excellence Award™, 3 years in a row (2013-2015) 


Recipient of the Healthgrades® Orthopedic Surgery 
Excellence Award™, 2 years in a row (2014-2015) 


Named among the top 5% in the Nation for Joint 
Replacement, 3 years in a row (2013-2015) 


Named among the top 5% in the Nation for Overall 
Orthopedic Services, 2 years in a row (2014-2015) 


Five Star recipient for Total Knee Replacement, 9 years in a row (2007-2015) 
Five Star recipient for Total Hip Replacement, 3 years in a row (2013-2015) 
Five Star recipient for Spinal Fusion Surgery, 10 years in a row (2006-2015) 


7 


f~ SAINT FRANCIS Care 


| | B es tC CLY€ for a Lifetime 





Nealthgrades 


www.HartfordBusiness.com 


